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Gerber Proposals On 
Rates, Regulation 
Presented to NAIC 


Confined to General Aims and 
Principles; States Free to Choose 
Regulatory Means 


NO MODEL PROVISIONS YET 











However, Committee Ready to 
Draft Changes in All Industry 
Laws; Insurance Leaders Heard 





Recommendations for changes in the 
All Industry model state regulation bills, 
approved by the National Association of 
Insurance Commissioners in 1946, were 
outlined by Joseph SS. Gerber, Illinois 
Director and chairman of the NAIC Sub- 
committee on Review Fire and Casualty 
Rating Laws and Regulations when he 
presented his long awaited report at the 
midyear meeting of NAIC this week at 
the Hotel Commodore in New York City. 
Mr. Gerber stated that if the proposals 
are accepted by NAIC as a whole the 
subcommittee should be authorized to 
draft appropriate amendments to the 
model bills of 1946. As the work ahead 
is extensive the subcommittee recom- 
mended that its membership be increased 
ftom five to nine members, as “both time 
and substantial and effective staff assist- 
ance will be required to accommplish the 
goals envisaged.” 

The full committee on Rates and Rat- 
ing Organizations, of which Commis- 
toner F, Britton McConnell of Cali- 
fornia is chairman, approved the Gerber 
teport at its meeting Tuesday, and the 


teport then went to a general session 
of NAIC later for action, 

Serving on the sub-committee now, in 
addition to Mr. Gerber are Superintend- 
ents Thomas Thacher of New York, C. 
lawrence Leggett of Missouri, T. Nel- 
son Parker of Virginia and Carl A. 
Hulbert of Utah. 


Company Spokesmen Give Views 


Because many state legislatures will be 
in session in 1961, Vestal Lemmon, man- 
ger of National Association of Inde- 
vendent Insurers, called for action soon 
by the sub-committee on spelling out 
kgislative proposals. He stated there is 
in “urgency of utmost importance” in 
tvising and modernizing rating pro- 
ffams, 


(Continued on Page 24) 
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NO 
FEEDING 


Whether the business you bring to this office carries a 
premium of $64,000 or $64 — be sure that any problem 
arising from it will receive a creative solution if there is 
one; certainly a straight answer. No straddling should the 
going get rough; no burial in a pigeonhole. 

That’s just one of the reasons you owe it to yourself and 
to your assureds to deal with Jaffe first! 


JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 


55 John Street, New York 38, N. Y., BArclay 7-8900 
Members, N.Y.C. Insurance Agents Assn., Inc. 


Practically all forms of insurance including Life 








New Protector Hospital Policy 


Lifetime Guaranteed Renewable 


Available on an Individual or Family Basis 


PROVIDES e Daily Hospital Benefits payable for 
365 Days up to Age 65—90 Days over 65 


Miscellaneous Hospital Benefits 


Surgical Expense Benefits, OR 
Doctor’s Hospital Visits 


e Out-Patient Diagnostic Benefit 


¢ Maternity Benefit (Family Plan) 
(New-Born Children Automatically Covered When 15 Days Old) 


e Dependent children covered to age 23 
Three Deductible Amounts: $25, $50 or $100 


Adult Issue Ages: From 18 to 59 years inclusive 


™e Colonial Life 


PS 





Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 











$5.00 a Year; 25c. per Copy 





Beery Sees Official, 
Industry Talent As 
Meeting Problems 


Commissioners President Defends 
Calibre of Official Staffs at Mid- 
year Meeting Here 


HIS ANTITRUST COMMENTS 


Have Open Minds as to Criticism; 
Plan for “Breaking In” Group 


of New Commissioners 











An evaluation of the “searching 
examination by Federal authorities” into 
the operation of state regulation of insur- 
ance and the plea by the insurance in- 
dustry join with regulatory officials to 
improve the calibre and type of regula- 
tion, featured the report presented by 
NAIC President Sam N. Beery, Colorado 
Insurance Commissioner, at the first 
plenary session of NAIC’s midyear meet- 
ing November 29 at The Commodore, 
New York. 

It was Mr. Beery’s strong belief that 
increased use of industry committees and 
of NAIC’s newly formed consumers com- 
mittee “will pit the best talents of our 
business against the problems of to- 
morrow.” 

Pointing out that “we live in a fast 
changing era and that standing still is 
moving backwards,’ NAIC’s president 
urged that right now, not five years 
from now, is the time for serious and 
farsighted planning on such matters as 
the following: 


Prepare for Expanding Ins. Market 
eeds 


1. Preparation for the expanding in- 
surance market needs of an exploding 
population in a dynamic technology. 

2. Encouragement of present and new 
risk capital in sufficient amounts to 
enable insurers to fulfill those needs 

3. Anticipation of those peculiar haz- 
ards incident to progress such as the 
expanded use of nuclear energy, sonic 
boom, international risks of space cap- 
sules, changing concepts in the field of 
life insurance. ; 

4. Exploration of the multiple line 
concept in its broadest aspects and 
preparation for a change over in a few 
years. 


His Reaction to Antitrust Committee’s 
Recommendations 


Referring to the conclusions and rec- 
ommendations contained in the recent 
report of the Senate Antitrust and Mono- 
poly subcommittee, Mr. Beery said that 
NAIC’s attitude toward them should be 
one of open-minded and objective self- 
appraisal. “These conclusions have been 
graciously received,” he said, “and they 
will receive the serious study of all Com- 
missioners. Where we find that the ‘shoe’ 
—the Federal ‘boot’ fits, we shall have 
no timidity about saying so.” 


(Continued on Page 7) 
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Mutual Benefit Life Reaches All-Time 
High With 175 CLU Representatives 


10 MBL Agents Receive Designation; 
4 Earn CLU Agency Management Diploma 


Mutual Benefit Life agents, through the 
years, have acquired the stature and repu- 
tation of true professionals. They have 
done this in many ways: complete knowl- 
edge of their product, its relation and 
value to their clients’ way of life, expe- 
rience in related fields such as finance, 
taxes, law, and estate planning, among 
others. Attesting their enviable standing 
in the insurance field is the fact that 175 
Mutual Benefit Life agents have attained 
the coveted CLU designation. 

Fourteen MBL agents successfully com- 
pleted the 1960 examinations of the Amer- 
ican College of Life Underwriters. 

The ten Mutual Benefit Life represent- 
atives who achieved the CLU designation 
are: Atlee I. Beagle, Oklahoma City gen- 
eral agent; Hal W. Dale, Jackson general 
agent; Bernard E. Goldberg, Hempstead; 
Irving Grody, Los Angeles; Dorothy E. 
Montgomery, Chicago-Wilson; Robert R. 
Clevenger, Houston; Walter A. Sivek, 
Newark home office; John H. Teasdale, 
Albany; Raymond J. Wagner, Pittsburgh; 
and Robert R. Rose, Washington. 

Three general agents, Charles L. Doane, 
CLU, of Omaha; Alfred J. Lewallen, CLU, 
of Miami; Fort A. Zackary, CLU, Wichita, 
plus Russell W. Gentzler, CLU, of Omaha 
completed management examinations and 
received CLU Agency Management 
diplomas. 


11% of MBL Field Force Now CLU 


The new additions to the CLU ranks bring 
Mutual Benefit Life representation in the 
titled roster to 11% of the field force. 

The reason for this impressive total is 
obvious: Mutual Benefit Life personnel 
have always appreciated the value of the 
CLU program. It is both an important 
prestige builder and a means of gaining 
the knowledge which will enable the life 
insurance man to do a better job. 

John H. Ames, CLU, president of the 
Mutual Benefit Life Chartered Life 
Underwriters Association, recently wrote 
in the MBL monthly field magazine that 
“the knowledge gained from CLU studies 
enables the insurance agent to do a more 
thorough job in serving his clients.” 


Source of Higher Income 


“The underwriter can expect a higher, 
more consistent volume of business and 
will thereby be better able to provide for 
himself and his family,” he said. 


“Familiarity with the rate book is not 
enough ...an agent needs knowledge of 
financial, legal and sociological considera- 
tions... other media of savings and invest- 
ment...employee benefit plans... wills... 
and various insurance plans. 

“CLU study... provides the life under- 
writer with a broad understanding of im- 
portant phases of life insurance and re- 
lated fields of knowledge, and improves 
his practical ability to apply this knowl- 
edge to the advantage of the buyer of life 
insurance,” Mr. Ames said. 

With so high a percentage of agents on 
the CLU membership list, it is no wonder 
that the average MBL policy sold last year 
was $15,459 , with commensurate high 
commissions. 





Brokers Continue to Consider 
MBL for Surplus Business 


Brokers like to do business with MBL. Their 
reasons, as extracted from their comments and 
letters, are: 


” MBL is easy to do business with. 


2. Counseling service is just a phone call 
away, and local agencies are ready. to help be- 
fore, during and after the sale. 


3. Very liberal income options and flexible 
agreements assure satisfactory programs. 


4. The high early year cash values protect my 
policyholders in time of emergency. 


5. The integrity of the Company is without 
parallel, and I need that when it comes to pro- 
tecting my top quality clients. 


6. Promotion and merchandising ideas are 
tops and always available. 


_ 7. The Disability Income contract is unique 
in the business. 


_ 8. The Company underwrites profitable life 
insurance, giving me more income. 


9. The broker's contract is vested, which guar- 
antees my renewals. 


10. The Company is nationally known and 
readily accepted by the public. 








CAREER AGENTS’ EARNINGS 
AVERAGE $14,077.83 
An earnings survey of Mutual Benefit 
Life career agents revealed an average 
income of $14,077.83 in 1959. This 
group comprises production honor roll 
qualifiers with two or more years of 
Company service. 10% of this group 
earned over $25,000; 23% made be- 








tween $15,000 and $25,000. 





_ 


MUTUAL BENEFIT LIFE ROSTER 
INCLUDES RECOGNIZED AUTHORS 


Many Mutual Benefit Life members over 
the years have shared their experience and 
knowledge with the whole institution of 
life insurance. Some are authors of re- 
cently published books. Many are famous 
in the insurance field. And, since a com- 
pany is known by the people it keeps, 
Mutual Benefit Life is doubly proud of 
their dual success. 


Bill Earls, CLU, MBL 
general agent in Cincin- 
nati since November 
1950, has led all the com- 
pany’s agencies in seven 
years and won 19 MBL 
awards. Bill Earls’ book, 
Million Dollar Profiles, is 
an intensive study of top 
members of the Round Table. He reveals 
their methods, techniques, work habits, 
organization and dedication — with the 
outlook of one who has a long record of 
MDRT qualification. 





Bill Earls 


Author of hundreds of 
articles and several books 
is Solomon Huber, CLU, 
Mutual Benefit Life gen- 
eral agent in New York 
City since August 1947. 
The Huber agency has 
won seven MBL awards, 
including the President’s 
Trophy and the New Organization Award 
(twice). Mr. Huber’s latest book is 
Estatology, a complete treatise on estate 
planning procedure, published this year 
by Estatology, Inc. In 1959, Mr. Huber 
published the Estate Planner Reader. He 
has also co-authored Writing and Selling 
Business Insurance, published by the Uni- 
versity of Illinois. 


ae, ~ 
Solomon Huber 


Mildred F. Stone, a 
CLU, staff assistant to od 

the president, joined the 
company 35 years ago. 
Among her works are A 
Short History of Life In- 
surance, published by 
Insurance Research and : 
Review Service, and Mildred F. Stone 
Better Life Insurance Letters, published 
by National Underwriter Company. Miss 
Stone is also the author of Since 1845, a 
comprehensive history of the Company, 
published by Rutgers University Press. 
Her latest book is The Teacher Who 
Changed an Industry, a biography of Dr. 
S. S. Huebner, a definitive study of the 
legendary pioneer of insurance educators, 
published in 1960 by Richard D. Irwin, Inc. 
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Life Insurance Association Has 


Prominent Speakers for Meeting 


December 14-15 Annual Meeting at Waldorf-Astoria to Hear 


Dr. Wernher von Braun, Thomas J. Watson, Jr., 
Dr. Dan McGill and John A. Mayer 





DR. WERNHER VON BRAUN 


A “working” program placing emphasis 
on important questions currently con- 
fronting life insurance, plus a roster of 
prominent speakers from’ outside the 
business, will be the pattern for the 54th 
annual meeting of the Life Insurance 
Association of America to be held at the 
Waldorf-Astoria, New York, on Wed- 
nesday and Thursday, December 14 and 
15. 

An entire session will be devoted to 








JOHN A. MAYER 


a symposium on the subject of Compe- 
tition for Manpower. The implications 
of the November elections from the life 
insurance viewpoint will be discussed. 
There will be an address on pensions by 
a noted authority on the subject, and a 
discussion of current life insurance prob- 
lems. There also will be reports on life 
insurance investment experience in, 1960. 
life insurance in force, new business and 
disbursements to policyholders and bene- 
ficiaries. 


Leaders from outside the life insurance 
business who are scheduled to _speak 
include Dr. Wernher von Braun, director 
of the Development Operations Division, 
Army Ballistic Missile Agency; Thomas 








THOMAS J. WATSON, JR. 


J. Watson, Jr., president of the Inter- 
national Business Machines Corporation; 
Dr. Dan McGill, professor of insurance 
at the Wharton School, University of 
Pennsylvania; and John A. Mayer, pres- 
ident of the Mellon National Bank and 
Trust Co., Pittsburgh. 


Opening Program 


The meeting will open on the morning 
of December 14 with an address by 
Deane C. Davis, president of the Asso- 
ciation and president of the National 


DR. DAN MC GILL 


Life Insurance Co. of Vermont, The next 
speaker will be Eugene M. Thore, vice 
president and general counsel of the 
association who heads the Washington 
Office. He will appraise the November 
election results from the standpoint of 
life insurance and attempt to forecast 
what may be in store for the business. 
Mr. Watson will be the luncheon 
speaker on Wednesday. The IBM pres- 
ident will discuss “Business Morality”. 
The afternoon session on December 
14 will be given over to the symposium 
on competition for manpower, The par- 
ticipants will be Mr. Mayer, David E. 
Kilgour, president of the Great-West 
Life Assurance Co., Winnipeg, Canada, 


and Abram T. Collier, vice president and 
general counsel of the John Hancock 
Mutual Life. 


Features of Thursday Sessions 


The session on Thursday morning will 
open with the address on pensions with 
Dr. McGill, who is widely known as an 
educator, editor and author, as the 
speaker. Following this, there »will be a 
general discussion of current life insur- 
ance problems. 

Dr. von Braun will address the Thurs- 
day luncheon. World-renowned as a 
scientist, the nation’s leading ballistics 
missile expert has dedicated his life to 
the conquest of space and is taking a 
leading part in helping America to 


achieve it. His topic will be “Why Must 
We Conquer Space ?” 


Program Committee 


E. J. Faulkner, president of the Wood- 
man Accident and Life Co. is chairman 
of the committee in charge of arranging 
the program for the 54th annual meet- 
ing. Other members of the committee 
are: Claude L. Benner, president, Con- 
tinental American Life; Robert E. 
Dineen, vice president, Northwestern 
Mutual Life; Francis M. Hipp, president, 
Liberty Life; James F. Oates, Jr., pres- 
ident and chairman of Equitable Life 
Assurance Society; and Charles J. Zim- 
merman, president, Connecticut Mutual 
Life. 





Monarch Life Announces 
General Agency Changes 


Monarch Life, an affiliate of the Spring- 
field* Monarch Insurance Companies, has 
announced the promotion of five mem- 
bers of its nationwide field force to 
general agency positions in El Cajon, 
Calif.; Evansville, Ind.; Fargo, N. Dak.; 
Louisville, Ky.; and Saginaw, Mich, They 
are Herbert S. Watson in El Cajon, 
Marion L. Goodman in Evansville, Merle 
C. Miles in Fargo, Roger M. Cleveland 
in Louisville, and Douglas S. Jack in 
Saginaw. 

One of Monarch’s leading field under- 
writers on the basis of all-round excel- 
lence of performance in 1959, Mr. Watson 
formerly associated with the company’s 
highest-ranking Ventura agency. He 
placed 14th among Monarch’s top pro- 
ducers of health and accident insurance 
last year, though at year’s end he had 
been under contract just eight months. 

Mr. Goodman joined Monarch in May 
of 1959 with several years of insurance 
sales experience behind him. As a field 
underwriter working out of the com- 
pany’s Charleston agency, he was a fre- 
quent winner of production 
honors and a high-ranking member of 
the President’s Club. 

Formerly an outstanding individual pro- 
ducer and member of the company’s Des 
Moines agency, Mr. Miles served as 
Group sales representative in the Mid- 
western Region before assuming his 
present post. He was in the retail cloth- 
ing field prior to entering the insurance 
business with Monarch in 1955. 

A graduate of Iowa State College, 
Cleveland joined Monarch as a field un- 
derwriter in Louisville two years ago. 
He qualified for the President’s Club in 
1958, won Top 35 honors on the basis 
of all-round excellence of performance 
last year, and served as agency super- 
visor in Louisville before advancing to 
his new position as general agent. 

Mr. Jack entered the insurance busi- 
ness with Monarch soon after graduating 
from Wesleyan University in, 1955. 
consistent President’s Club qualifier, he 
compiled an outstanding record both as 
a personal producer and as Ohio regional 
trainer before being promoted to man- 
agement and opening the company’s new 
office in Saginaw. 





Conn. General Plans Stock 
Dividend 100%, Lifts Rate 


Directors of Connecticut General Life 
have voted to recommend to stockhold- 
ers that the capital be increased from 
$12 million to $24 million. 

Under the proposal to be submitted to 
the March 1961 annual meeting the par 
value will remain at $10 and the new 
stock will be paid for by transfer from 
surplus to capital. If the recommendation 
is approved, stockholders of record at 
the close of business March 115, 1961 will 
receive on March 31, 1961 one additional 
share of stock for each share held. 

If the capital increase is approved, the 
initial quarterly dividend payable next 
April is expected to be 35 cents per 
share. The directors also declared the 
regular quarterly dividend of 60 cents 
per share payable January 3, 1961 to 
stockholders of record December 16, 


1960 


N. Y. STATE ASS’N PROPOSAL 





Support Move to Do Away With Calen- 
dar Year for Membership in Favor 
of an Anniversary Year Basis 

The New York State Association of 
Life Underwriters feels that income can 
be raised, bookkeeping speeded and 
membership levels kept at a much higher 
point if Life Underwriter Associations 
were to do away with the present cal- 
endar year for membership and substi- 
tute an anniversary year basis. 

At its fall delegate meeting, recently 
held at Massena, N. Y., Spencer L. Mc- 
Carty, CLU, managing director of the 
State Association, reported upon a study 
which the State Association had con- 
ducted which clearly pointed out a num- 
ber of areas in which substantial bene- 
fits could be gained if local, state, and 
national associations were to shift from 
a January 1-December 31 membership 
year to one which would coincide with 
the anniversary of the joining of the in- 
dividual member. 

Mr. McCarty pointed out that the 
study showed that the change would in 
no way affect a person’s ability to quali- 
fy for, or maintain membership in, such 
units as the Million Dollar Round Table 
or the National Quality Award. 


The delegates to the state meeting 
supported the study and via resolution 
called upon the officers to press for a 
prompt changeover. It was explained 
that the proposed change would spread 
membership renewals throughout the 
year and make it easier to conserve 
members as there would be more time 
and less of a peak work load for mem- 
bership committees. At the same time, 
there would not be the great shift in 
membership which often tends to weak- 
en the power of Life Underwriters’ As- 
sociations when its ‘paid membership’ 
and, naturally, national influence drops 
right after the turn of the year. 


Under the proposed system, each 

member would pay a full year’s dues 
upon joining which would, firstly, raise 
the income of the association and, sec- 
ondly, give the new member a full year 
in which to partake of the activities and 
observe the benefits of association mem- 
bership before renewal was required. At 
the present time, a large portion of the 
turnover is due to new members not be- 
coming fully acclimated in a half or 
quarter year which the present system 
permits, Mr. McCarty said. He stated 
that “this does not give NALU or the 
new member a fair chance and results in 
far too many members leaving the ranks 
of the association because a first impres- 
sion was not enough.” 
Once the new system was established, 
the managing director pointed out, 
“membership drives could be staggered 
at various times during the year and 
conducted by the different levels which 
would tend to result in a steady rise in 
over-all membership. 

The New York State ‘Association 
members felt that if careful study was 
given the “anniversary year proposal” 
and its many benefits, other state groups 
and the National Association would be- 
come highly enthusiastic and an imme- 
diate start could be made toward estab- 
lishing the new system. Mr. McCarty 
said that the State Association would be 
glad to aid other units and make avail- 
able its own study simply upon request. 
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H. A. Leowenhelm Heads 
Life Managers of N. Y. 


SUCCEEDS GERALD H. YOUNG 


E. Lloyd Mallon Vice President and 
Arnold Siegel Named Secretary- 
Treasurer at Annual Meeting 





Harold A., Loewenheim, manager for 
Home Life of New York, was elected 
president of the Life Managers Associa- 
tion of Greater New York at the an- 
nual election meeting held this week at 
the Hotel Astor. Mr. Loewenheim suc- 
ceeds Gerald H. Young, CLU, manager, 
The Prudential. 

E. Lloyd Mallon, CLU, Massachusetts 
Mutual general agent, was elected vice 
president. and Arnold Siegel, general 
agent for Union Mutual, was named sec- 
retary-treasurer. Benjamin D. Salinger, 
CLU, Mutual Benefit, served as chair- 


E. LLOYD MALLON 


man of the committee on nominations 


and elections. 
Board of Directors 


Elected to the board of directors for 
1961 were Henry G. Barnhurst, Charles 
J. Buesing, CLU, David B. Fluegelman, 
CLU, John S. Gaines, CLU, Robert V. 
McWilliams, Benjamin D. Salinger, CLU, 


— 





ARNOLD SIEGEL 


Arthur L. Sullivan and Gerald H. Young, 
CLU. 

Also elected for 1961 to the board of 
directors, by virtue of their position as 
the chairman of a standing committee, 
were Charles E. Drimal, CLU, planning 
committee; Joseph V. Buck, membership 
committee; Andrew F. Kinbacher, CLU, 
law and legislation committee; and John 





Blackstone Studios 
LOEWENHEIM 


HAROLD A. 


T. Scott, CLU, business practices com- 
mittee. 

Following his election, Mr. Loewen- 
heim said that within the next few weeks 
he expected to formulate his plans for a 
very active association year and added 
that he hoped to continue the progress 
made during Mr. Young’s administration 
in the area of improved business ethics. 


Guest speaker at the meeting was 
Blake T. Newton, Jr., executive vice 
president, Institute of Life Insurance. 


A report on his talk appears elsewhere 
on this page. 
Careers of New Officers 

Harold A. Loewenheim, CLU, a gradu- 
ate of Princeton University, entered the 
life insurance business in 1932 as an 
agent for Continental American Life. 
He remained with that company until 
1935 when he joined the Einstein and 
Salinger Agency of Mutual Benefit Life 
and four years later became agency 
assistant. Mr. Loewenheim joined Home 
Life in 1944 and served in various assign- 
ments including agency field assistant, 
assistant manager and associate manager. 
He was appointed manager in 1950 and 
is currently a member of the executive 
committee of his company’s Managers’ 
Association. 

He is a past president of the New 
York City CLU Chapter, a former mem- 
ber of that body’s board of directors 


and served as chairman of the 1949 
annual CLU forum. 
Mr. Loewenheim served The Life 


Underwriters’ Association of the City 
of New York as vice chairman of the 
1951 annual sales congress and as chair- 
man in 1952; as educational vice pres- 
ident in 1952-53 and 1953-54; as adminis- 
trative vice president in 1954-55; and as 
president in 1955-56. He was a member 


of the faculty of the Association’s 
Monthly Life Agents’ Qualification 
Training Course. He was a regional 


vice president of the New York State 
Association of Life Underwriters in 
1958-59 and is currently a member of 
their general committee. 

After serving on various committee 
assignments and on the board of direc- 
tors, he was elected as secretary-treas- 
urer of The Life Managers’ Association 
of Greater New York in 1959 and last 
year served as vice president. 

Mr. Loewenheim is a resident of 
Larchmont and is a past president of 
the New York City and Larchmont 
Federation of Jewish Philanthrophies 
Life Insurance campaigns; a member 
of the Quaker Ridge Country Club in 
Scarsdale; and past president of the 
Larchmont Community Chest. 

E. Lloyd Mallon, CLU, general agent 
of the Mallon-Curran Agency of Mas- 
sachusetts Mutual, is a native of Cleve- 
land. He received his education in the 
local schools, Doane Academy Cleveland 
Preparatory School and John Marshall 
Law College, from which he was grad- 
uated in 1930. 

After nine successful years as an as- 





Need Broader Program 
On Uses of Insurance 

BLAKE NEWTON TELLS MGRS. 

Institute of Life ‘Geenienas Executive 


Vice President Before Greater New 
York Life Managers 





If the distribution of life insurance 
is to reach more adequately its potential 
the industry must launch a more ener- 
getic program of public information to 
secure a wider understanding of the 
unique advantages of the service offered, 
Blake T. Newton, Jr. executive vice 
president of the Institute of Life Insur- 
ance told the annual election-meeting 
of the Life Managers Association of 
Greater New York held at Hotel Astor, 
New York on Thursday. 

“With all that has been done,” said Mr. 
Newton, “why is it that the unique 
advantages of cash value life insurance 
are not more widely appreciated? There 
can be no doubt that there is widespread 
acceptance on the part of the public of 
the worth and desirability of our service 
insofar as it provides protection against 
premature death and this is largely 
the reason why six out of seven families 
have it. But they don’t have it in mean- 





sistant trust officer of the National Bank 
of Cleveland, he entered the insurance 
field as an agent for the Provident 
Mutual Life. In succession he served as 
supervisor, agency assistant and general 
agent until 1937 when he became affiliated 
with Massachusetts Mutual as assistant 
director of agencies in the company’s 
home office at Springfield, Mass. In 1946 
he was appointed general agent at the 
Milwaukee office and in 1949 joined 
Donald C. Keane as general agent in 
New York. 

Commissioned a first lieutenant in the 
Army early in 1942, he rose to the rank 
of lieutenant colonel before being re- 
leased from active duty in early 1946, 
and retired in 1955. 

Mr. Mallon, who received the CLU 
designation in 1940, is a past officer of 
the Midtown Managers’ Association. He 
is active in The Life Managers’ Associa- 
tion of Greater New York, having headed 
the annual golf outing committee last 
year and is serving currently as chair- 
man of the planning committee. He 
belongs to the American Society of 
Chartered Life Underwriters, American 
Legion, Manhasset Village Bath Club, 
Advertising Club of New York, Strath- 
more Vanderbilt Country Club and 
Manhasset Bay Sportsmen’s Club. He is 
also serving a three year term on the 
board of directors of the Congregational 
Church of Manhasset; and on the Exec- 
utive committee of his company’s Gen- 
eral Agents’ Association. 

Arnold Siegel entered the life insurance 
business with The Prudential in 1933 and 
in 1937 became a supervisor of the Wolf- 
son Agency of Berkshire Life. He served 
in a similar capacity with the Smerling 
Agency of Connecticut General Life 
from 1944 until 1952 when he became a 
general agent for Union Mutual Life. 

Mr. Siegel served on various com- 
mittees and in all of the chairs of The 
Life Supervisors’ Association of New 
York and was elected as that group’s 
president in 1949. He completed the 
LIAMA School in Agency Management 
in 1954; and is a member of the Round 
Table of New York. 

He has served on various committees 
of The Life Underwriters’ Association 
of the City of New York and as a 
member of that organization’s board of 
directors from 1954 to 1958; and as chair- 
man of the finance committee and mem- 
ber of the executive committee in 1958-59. 

Mr. Siegel has long been active in 
The Life Managers’ Association of 
Greater New York and served as chair- 
man, 1954 membership committee; mem- 
ber, 1955 planning committee; chairman, 
1955 annual golf outing; chairman, 1956 
business practices committee; and mem- 
ber of the board of directors in 1957 and 
1958. As chairman of the previously 
mentioned committees, he was also a 
member of the board of directors. 


ingful and adequate amounts because 
they have only a limited knowledge of its 
flexibility and multiple uses. 


Communication not Sufficient 


“Developed in this way, it is clear why 
agents are often greeted with an almost 
hostile resistance rather than attentive 
courtesy. If an agent meant nothing to 
you beyond being the one who warned 
against the possibility of your premature 
death, you might want to set the dog 
on himself yourself. There has appar- 
ently been a failure in communications, 
We have not transmitted the importance 
of adequacy, either in kind or amount, 
We have not succeeded in creating wide- 
spread understanding of the many things 
rather than the one thing that only life 
insurance can do. It has been said that a 
revolution may be needed to remedy this. 
If so, I’m sure we are all for it: Because 
no position could be more untenable for 
our business than one of indifference or 
inaction in the face of widespread 
ignorance on the part of the public as to 
its real insurance needs, 

“But what has all this to do with the 
problems of public attitude, or of agent 
turnover, more and better agents, high 
cost of production, or lapse ratio? Well, 
first we can agree that public education 
is the only sure road to favorable public 
attitude. And furthermore, while up to 
now we have been looking principally 
at the problem of adequacy of coverage, 
I think that all of these conditions are 
related to adequacy and can be shown 
to be problems flowing in major part 
from the public’s lack of understanding 
about our business. Undoubtedly some 
part of our dilemma is that we have 
expected too much of the agent and 
haven’t done enough to help him. We 
have pretty largely left to him the job 
of education and the task of shaping 
public attitudes. While our annual ex- 
penditure for the maintenance and opera- 
tion of our agency operation exceeded 
two billion dollars in 1959, less than 5% 
of this amount—a one to twenty ratio 
—was expended in preconditioning and 
educating the public so that such an 
enormous expenditure could be _ fully 
effective. While much has been done by 
the agent, the dimensions of the job are 
too big for him alone. We must redress 
the balance of responsibility if we ex- 
pect the public to improve significantly 
its understanding and appreciation for 
our service. Our failure to do a better 
job has undoubtedly contributed to the 
ease with which the public has fallen 
prey to the siren song of ‘buy term and 
invest the difference’, and this also helps 
to explain why other forms of savings 
have increased markedly at the expense 
of our service.” 





Dividend Scale Increases 


Made by New England Life 


The directors of New England Life an- 
nounced increases in the dividend scale, 
calling for payments to individual policy- 
holders of $38.5 million in 1961, com- 
pared to $35.2 million in 1960. 

“An outlay of $1,950,000 will be re- 
quired for improvements in the scale, 
which will benefit a substantial majority 
of our policyholders,” President O. Kelley 
Anderson said. The remainder of the 
increase is accounted for by the growth 
of the company and the normal: additions 
to individual dividends by policy dura- 
tion. 

A larger dividend scale was voted for 
policyholders who purchased permanent 
insurance prior to November 1957. In 
addition dividends on all permanent pol- 
icies issued under qualified pensions and 
profit-sharing trusts will be based on an 
interest factor increased by %4 of 1%. 

The interest rate for 1961 on install- 
ment and interest settlements and on 
auxiliary funds under pension trusts will 
be increased from 3.65% to 3.75%. Div 
dends on life income settlement options 
will also be increased in varying amounts. 
Various minor changes were made in the 
dividend scale for Group coverages. The 
changes result in somewhat larger divi 
dends for Group life, and earlier divi 
dends for accident and health coverages 
with good experience. 
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Assistant Agencies Supt. 
For Northwestern Mutual 





EDGAR D. COFFMAN 


Edgar D. Coffman, Washington, D. C., 
has been named an assistant superin- 
tendent of agencies for Northwestern 
Mutual Life, and assumed his new duties 
this week at the firm’s home office in 
Milwaukee. Since April of this year, 
Mr, Coffman has been responsible for 
training new agents as field directors for 
Northwestern’s Paul R. Harrison general 
agency in Washington, D. C. As special 
agent for the Harrison agency for the 
four previous years, he won membership 
in the NML Million club. 

At NML’s home office, Mr. Coffman 
will assist Harold W. Baird, CLU, super- 
intendent of agencies, in his work in 
merchandising, sales meetings and liaison 
with agents associations. 

Mr. Coffman holds a law degree from 
George Washington University and a 
BA. from Western Maryland College 
and served in the Army from 1954 to 
1956. He has been active in professional 
groups and is currently president of the 
Washington, D. C., NML Special Agents 
Association and a member of the District 
of Columbia Life Underwriters Associa- 
tion and the Virginia Bar Association. 
He is also a director of the American 
Home Owners Association, Inc., Wash- 
ington, and a past area chairman for the 
United Givers Fund of Washington. 





Equitable Society’s Rates 
For Annuities Now Non-Par 


Equitable Society has introduced a 
tew scale of rates for single considera- 
tion immediate Life, ‘Refund and Joint 
and Survivor annuities, 

The new rates, which are on a non-par- 
liipating basis, are substantially lower 
than the Society’s prior rates, which were 
tarticipating. The reduction varies in 
legree with the issue age, type of an- 
tity and sex of annuitant. The Equi- 
table is returning to the sale of non- 
farticipating annuities for the first time 
in 26 years. 

_James F. Oates, Jr., president, said: 
€ lower consideration under the non- 
tatticipating annuities will put the So- 
‘tty in a better position to meet com- 
ietition with other forms of investment. 
We believe that purchasers of these con- 
‘acts want the greatest amount of guar- 
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ateed income for the consideration 
uid, particularly at the high ages at 
“th most such contracts are purchased. 

so, because immediate annuity rates 
"€ sensitive to changing conditions in 
€ investment market, the Society 
Mould be in a position to adjust its rates 
tadily to meet such changing conditions. 
; WOn-participating basis is a more prac- 
tal arrangement for this purpose.” 


Republic Nat’! Seminar 
Leo W. Horswell, vice president in 
charge of the pension trust division, 
Republic National Life, Dallas, conducted 
a pension trust seminar attended by 
regional Group managers, Ned Prigmore, 


Dallas; William Boles, Birmingham; 
Norb Guidon, Detroit, and H. C. 
Casstevens, Dallas. 

At this meeting they discussed the 


recent developments in selling, installing 
and servicing pension trust and _ profit 
sharing plans. 





Purchase Sentinel Stock 
Purchase of the capital stock of Sen- 
tinel Life, El Paso, Tex., has been an- 
nounced by Linn V. Hall, board chair- 


PENSION TRUST 
ADVANCED UNDERWRITING 


Large midwestern life insurance company 
needs an experienced’ man to handle pen- 
sion trust and advanced underwriting re- 


< s ts sponsibilities as member of agency depart- 
man of Nevada-owned Transwestern pe v8 atte Wiig 
Life. Paul Hammel, State Insurance Must be able to conduct schools, develop 


promotional material, handle correspond- 
ence and at times render field assistance. 

Please send complete biographical data 
and recent photograph to Box 2859, The 
Eastern Underwriter, 93 Nassau Street, New 
York 38, New York. 


Commissioner has already granted per- 
mission to affect a merger. 

Mr. Hall, Richard S. Derryberry, vice 
president, and Kenneth P. Dillon, legal 
counsel, went to Austin this week for a 
hearing before the Texas Insurance Com- 
mission, seeking permission. 

The firm, with $12 million of insurance 











in force, is licensed to do. business in 
Texas, New Mexico and Arizona. 








THIS MAN WON’T SIT STILL IN THE 
LIFE INSURANCE BUSINESS 


He'll go far. And he knows thorough training is essential 
to his future progress. That’s why he’s quite likely to be 
one of many taking advantage of A‘tna Life’s intensive 


five-step program which stresses 
writing and selling necessary to 


insurance career. 


Etna Life Trains for Success 


AE TNA LIFE 


INSURANCE 


Affiliates: Attna Casualty and Surety Company 
The Standard Fire Insurance Company * Hartford 15, Conn. 


1 Basic Estate Control Plan School. A four- 
week course at the Home Office with expert 
instructors teaching proved sales plans. 


Career Course. Under the general agent's 
supervision, field work is combined with text 
book study. 


every phase of under- 
build a successful life 


3 Advanced Training. Business insurance 
and tax courses at the general agency supple- 
mented by field schools and clinics. 


4 C.LU. Participation. The company pro- 
vides financial assistance for text books and 
examinations. 

COMPANY Leaders Seminars and Regional Meetings. 
Men who qualify exchange ideas with other 
top salesmen, Home Office personnel and 
prominent men from business and industry. 
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CUT OUT AND SAVE...IT'S WALLET-SIZE 
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; Extra Values for 
! Sub-standard Cases 


§. Your sub-standard case may be eligible 
to get insurance with his entire premi- 
um earning cash values and dividends! 

i Get the facts on our “years-to-age rat- 
ings”—now available—to help you offer 
a hard-to-ignore extra selling (and 

service) value to your rated cases. 


Specific informa- 
tion and illustra- 
tions are yours for } 
the asking...all 
backed by the 
reputation of one i 
of the great old- 
line companies in 


the world. I 





As close to you as your telephone J 


' Matt Jaffe Associates, Ltd. | 


t 431 FIFTH AVENUE,N.Y. «© MU 4-5779 ] 
i General Agents i 
j The Canada Life Assurance J 
{ Company, Toronto,Canada J 


Hobbs Joins Old American 
Kenneth L. Hobbs, 
in the company relations division of Life 
Insurance Agency Management Associa- 
tion, Hartford, has been appointed agen- 
cies operation manager of Old American 


senior consultant 


Insurance Co. of Kansas City. Announce- 
ment was made by T. G. Scanlon, CLU, 
vice president, agency sales director of 
Old American. 

Mr. Hobbs will be home 
field coordinator agency administra- 
tion and operations and responsible for 


office and 


of 


agency manager and agent development 
programs. 

LIAMA 1956 Mr. 
Hobbs was an officer of Capitol Life of 
Denver, serving that company in various 
capacities. He started his life insurance 
career in 1938, and it was interrupted 
for four years of U. S. Air Force service, 


Before joining in 


during which he was awarded the Air 
Medal and the Distinguished Flying 
Cross 


While with LIAMA Mr. Hobbs served 
on the faculty of 12 schools in agency 
management; served an average of 20 
companies per year as agency manage- 
ment consultant and spoke at numerous 
association meetings and company con- 
ventions. 


Guardian Life Increases 
Dividends for 1961 by 11.8% 


The board of directors of The Guar- 
dian Life has authorized the distribution 
of $9,500,000 in dividends in 1961, an in- 
crease of one million dollars or 118% 
over this year’s amount. 

On all individual life policies except 
those issued on Term plans, new scales 
will be used to compute the regular an- 
nual dividends. In general, these divi- 
dends will be larger than those figured 
on the 1960 scales, with the increase 
varying according to plan, issue year, 
and issue age, 

New scales will also be used to com- 
pute settlement dividends. However, for 
most issue ages and policy years the 
dividends based on the new scales will 
be about the same as under the 1960 
scales. 

For policies of the pension trust series, 
the regular annual dividends will also be 
based on new scales. On policies issued 
on the current basis (adopted in 1958) 
the 1961 dividends will be larger than 
those of 1960, while the effect of the 
new scales on other policies varies by 
plan, issue year, and issue age. Because 
of the favorable tax treatment given 
qualified insured pension plans by the 
Internal Revenue Code, a special excess 
interest dividend, in addition to the reg- 
ular annual dividend, is paid. The excess 
interest dividend is computed on the 
total of the cash values of the policies 
and contracts owned by each qualified 
trust, and will be % of 1% in 1961, an 
increase of 4% over this year’s rate. 

Although the 1961 dividends on A. & H. 
policies will be based on new scales, the 
dividends will be approximately the same 
as in 1960. 

The interest rate applicable to divi- 
dends. left to accumulate and to policy 
proceeds left under an optional settle- 
ment not involving a life income will 
be 3.5%, the same as in 1960. On pen- 
sion trust auxiliary funds, the rate will 


a 


be increased %4 of 1% to 4.00%. 





VICTOR W. PFEIFFER DEAD 





Prominent Texas Actuary With Ameri- 
can National and Other Companies 
Had Heart Attack at 47 
Victor W. Pfeiffer, age 47, vice presi- 
dent and actuary of American National 
Insurance Co. of Galveston, actuary of 
Commonwealth Life and Accident of St. 
Louis, and a director of Public Savings 
Life, died suddenly November 22 at his 
home in Galveston. Physicians pro- 
nounced the death due to heart atack. 
Mr. Pfeiffer graduated from Univer- 
sity of Texas with a B.S. degree in 1935 
and earned his Masters degree in math 
in 1936. From 1935 through 1938 he in- 
structed at the same university. He 
joined’ the actuarial department of the 
American National in 1939, was elected 
actuary in 1946 and vice president and 

actuary in 1953. 

Active in actuarial circles, Mr. Pfeiffer 
was president of the Texas Association 
of Actuaries in 1957 and was a member 
of the actuarial committee of the Texas 
Life Convention, an association of chief 


N. Y. Life Exands Its 
Insurability Option 


IN MARRIAGE-CHILDBIRTH NEEDS 





Automatic Term Insurance for Men 
for $10,000 Including Alternative 
Option 





New York Life has expanded its 


Guaranteed Insurability Option program 
for men to help meet the special life 
insurance needs created by marriage and 
childbirth, announced James T. Phillips, 
senior vice president and chief actuary. 
The expanded GIO rider is available 
with most new policies issued on male 
lives. Its special feature is automatic 
term insurance on the insured for 3 
months from the date of his marriage 
and the date of birth or adoption of 
each child, provided the marriage-birth 
or adoption occurs before the policy 
anniversary nearest the insured’s 40'h 
birthday. The amount of automatic term 
insurance is $10,000 or the face amount 
of the basic policy, whichever is less. 
At the end of each period of automatic 
term insurance, an alternative option 
date is provided on which additional in- 
surance can be purchased without evi- 
dence of insurability. The total amount 
of such additional insurance available 
will be equal to the amount of automatic 
term insurance provided immediately 
prior to the alternative option date. 


Up to Seven Option Dates 


As under the previous GIO form, up 
to seven regular option dates are pro- 
vided at three-year intervals beginning 
at age 22 and ending with age 40. On 
each of these option dates, additional 
insurance may also be purchased in an 
amount of $10,000 or the face amount 
of the basic policy, wh'chever is less. 
Also continued is a unique provision 
for an underwriting savings allowance, 
which is applied toward the first year’s 
premium for each new policy purchased 
under the terms of the rider. 

The purchase of new insurance on an 
alternative option date will be in lieu 
of the right to purchase new insurance 
on the next regular option date. How- 
ever, even if all regular option dates are 
eliminated, alternative option dates will 
continue to be available in connection 
with a marriage, birth or adoption that 
occurs before the policy anniversary 
nearest the insured’s 40th birthday. 


executives of major Texas companies; 
was a member of its special committee 
on taxation and early in November had 
accompanied Texas Attorney General 
Will Wilson to Washington to appear 
before the Treasury Department con- 
cerning taxation of state and municipal 
bonds and related debentures. Mr. 
Pfeiffer was also a member of the Asso- 
ciation of Actuaries in Public Practice. 

He is survived by his wife, Alta Duke 
Pfeiffer, two daughters; Mrs. George 
Ramsey of Paris, France, and Miss 
Harriet Pfeiffer, a student at University 
of Texas, three sisters and one brother. 
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You'll Be Welcomed Like Santa Claus 


(IF YOU’RE EQUIPPED WITH MUTUAL FUNDS!) 


Yes, our modern and qualified representatives are opening more doors than was ever thought possible, for they are selling 
a balanced program of savings and family protection (Guaranteed Dollars) along with an equity investment (Variable Dollars) 
in Mutual Funds. This program does not make use of term insurance—in fact, we have yet to sell that first program consisting 
of this temporary class of insurance. Mutual Funds will pave a welcome for your interview and carry you to new heights in 
solid life sales. Be your own Santa Claus and give yourself a real gift for the coming year by writing me for full details on 
how you can become a modern life salesman. 


m. go. Noel, Agency Vice-President 
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Brokers: 


Non-Med Limits 
Stretched Again! 
Up to $30,000 
Non-Med 
Privilege for Brokers. 


Call us for details. 
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The UNITED STATES LIFE 
INSURANCE CO. 


Daisey Agencies Director 


For Pacific Mutual Life 

Robert E. Daisey, CLU, has been 
named director agencies at Pacific 
Mutual Life, it is announced by T. $ 
Burnett, president. 

Mr. Daisey, who joined Pacific Mutual 
in 1952, came to the company with 22 
years of life insurance sales and man- 
agement experience. He majored in in- 
surance at University of Pennsylvania's 
Wharton School. He was awarded his 
Chartered Life Underwriter’s designa- 
tion in 1949 and this year earned the 


of 
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college’s Certificate in Agency Manage- 
ment. He is also a graduate of Life In- 
surance Agency Management Associa- 
tion’s school. 





Appoint W. R. Miller 


Walter R. Miller, CLU, has joined 
General American Life’s home office 
agency division with initial responsibil- 
ities for recruiting and training in the 
company’s St. Louis agencies. He was 
with General American Life as a Group 
representative from 1949 until earlier this 
year—and is returning after Group ex 
perience with another company. 

Mr. Miller received his degree from ff 
St. Louis University, and completed § 
CLU in 1959. He is a member of the 
Life Underwriters Association, Genera § 
Agents and Managers Association, and ff 
the Holy Name Society of his church. 





Berkshire Supervisors 

Mitchell C. Willis has been appointed 
supervisor of the Joseph L. Speye! 
Agency, general agent for Berkshire Lilt 
in Boston. 

Alfred E. Braun has been appointed 
supervisor of the Gerald Westreic! 
Agency, general agent for Berkshire 


Life in New York. 
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Former Commissioners 


Annual Lunch at NAIC Meet 


The Passe Club, composed of former 
State Commissioners of Insurance, had 
its annual luncheon Tuesday at Hotel 
Commodore during convention of the 
state officials. John A. Lloyd, president, 
Union Central Life who was Ohio Com- 
missioner, presided. A tribute was paid 
to R. Leighton Foster, Q.C., executive 
head of Canadian Life Insurance Officers 
Association who will from that 
Epost at end of the year, but continue 
Iwith the organization as a consultant. 
hForty years ago Mr. Foster became On- 
fiario Superintendent of Insurance and 
3 years ago joined CLIOA. 

Another feature of the luncheon was 
a showing of enlarged photographs of 
former Commissioners of Insurance 
Maken by Harry H. Fuller, who after 
retiring as Assistant U. S. Manager of 
‘Zurich Insurance Co., became Chicago 
branch manager of National Bureau of 
Casualty Underwriters. 





retire 




























Model Credit Bill Approved 


The model bill for Credit Life and 
Credit A. & H. was finally approved 
by the legislative subcommittee of the 
Insurance Commissioners at its meeting 
Monday in New York. Some minor last 
minute revisions were made by the com- 
mittee after the revisions which had 
been made at the October meeting of the 
subcommittee at Edgewater Beach Hotel, 
Chicago. Joseph S, Gerber, Illinois Direc- 
tor of Insurance, chairman of the sub- 
committee presented the final report. 





U. S. Life Appoints* 
Boston General Agent 


Appointment of the Shelbar Insurance 
Agency, Inc., general agent in Boston 
for United States Life has been an- 
nounced by Kenneth J. Ludwig, eastern 


Sam Beery’s Report 


(Continued from Page 1) 


As to the matter of qualifications for 
office, Mr. Beery spoke with pride on 
the quality and calibre of Commissioners 
and staff personnel and said: “Man for 
man I will match them against anyone 
in Federal regulatory rank .. .” : 

As to manner of selecting commis- 
sioners, whether by ballot or by appoint- 
ment, and their length of terms in office, 
he said “these are matters which rest in 
the judgment of the respective state 
legislatures. Admittedly, there are bene- 
fits to be derived from a _ reasonable 
degree of continuity in office, an objec- 
tive, however, which has never been 
completely realized by any governmental 
agency.” 

Plans “Get Acquainted” Session Next 
June 


Mr. Beery then announced that he 
intended to schedule a “get acquainted” 
session for new Commissioners to im- 
mediately precede the NAIC annual 
meeting next June. He said: “We shall 
invite all Commissioners, making sure 
that each zone is represented, and urged 
strongly that all new commissioners be 
present. We shall familiarize our new 
brothers with the perennial problems 
that they will face and help to equip 
them for the problems that they will 
daily face. We shall make them aware 
of the makeup, objectives, policies, and 
programs of the NAIC itself. It is hoped 
that this kind of “good neighbor policy” 
might go a long way toward meeting 
federal charges of lack of continuity. 

Mr. Beery agreed with the Senate 
subcommittee’s critical comments on 
operations of NAIC’s examination proc- 
ess and said: “No doubt there is room 
for improvement and we shall strive to 
that end.” He admitted there have been 
a few cases where examiners have been 
dispatched to represent a zone without 
requisite of two years’ experience as a 
junior examiner, or five years as a senior 
examiner. “A more scrupulous adherence 
to the letter and spirit of our manual 
on association examination practice and 











"7 region superintendent of agencies. Joseph procedure on this and other points would 
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Life manager in the newly appointed agency. criticism,” he said. 
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Ivania’s [ston Life Insurance and Trust Coun- revenue from the insurance business 
ded his [and the Boston Life Supervisors should be and must be allocated to the 
lesigna- Club, ' source. Up until today, we commissioners 
red the 
Lanage- 
Life In- 
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Call us for Full Information 

rs 
appoint FRANK McCAFFREY LARRY CAMPS MARVIN ORNSTEIN 

peye! 


shire Life 


appointed 
W estreic! 
Berkshire 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 








have had to carry on this campaign 
practically singlehanded. It is a team 
job, an all-industry, all consumer project. 
Help is needed will you give it?” 

In summation Mr. Beery said: “Over- 
all the Senate investigation and its ‘off- 
shoots’ have provided valuable insight 
into the thinking of prominent law- 
makers on Capital Hill as to what is 
expected of the states in ‘regulating’ in- 
surance under the McCarran Act. This 
should aid us—and especially the smaller 
Insurance Departments—in the difficult 
task of so deploying our forces as to 
make the most use of the staff that time 
and resources permit .. .” 












must be financially solid, 


abled wife's premium is 


for top income groups. 





GENERAL AGENTS WANTED... 
Increased Income 


IMMEDIATE VESTED RENEWALS 


The American Bankers has always endeavored 
to set the pace — not merely keep up with it. 


IN EIGHT YEARS OF ACTIVE OPERATIONS 
OVER 1/3 BILLION IN FORCE 


1959 ....2ccceereee $319,826,276 
COE ertorecuieonenns 
FOIE scenstnseniiness 


We are continuing to develop a quality Ordinary 
agency force in depth, producing the highest type of 
business at a reasonable cost. Our key representatives 


responsible standing in the community in which they 
reside, having the ability to select and direct men. 


_ = e? a | for Oe P, rogress 


COMPLETE LINE OF 
VERY COMPETITIVE POLICIES 


INCLUDING 


WIFE 20 YEAR TERM RIDER—issued up to $250,000— 
50% of husband's insurance. If husband dies or is dis- 


wife age 30—$7.00 per $1,000 annually. 
INCREASING PROTECTION PLAN—Terrific package 


PLUS 


STOCK OPTION PLAN—Liberal ot et Agreements for 
both recruiting and personal pro 


Complete Training and Agency 
Building “Know-How” Program 


Drop Nominating Committee 


The proposal that a nominating com- 
mittee be created which would select 
nominees for the executive positions of 
the National Association of Insurance 
Commissioners has been withdrawn and 
the subcommittee appointed to study the 
advisability of such a committee was 
abolished. This action was taken after 
a meeting of the subcommittee in New 
York on Monday. Commissioner Charles 
R. Howell of New Jersey moved the 
dismissal of the subcommittee, seconded 
by Louis T. Mastos of Nevada. 








SIX KEY 


127,927,609 
29,675,468 


reasonably trained, with a 


waived. All these benefits, 


uction. 





JAMES G. RANNI 


Home Office 








WRITE OR WIRE CONCERNING YOUR OPPORTUNITY 
IN THIS DYNAMIC COMPANY 


JAMES B. SISKE 
Chairman of the Board Vice Pres. and Director of 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY of FLORIDA 


Miami 32, Florida 


R. KIRK LANDON 
President 


Agencies 
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Franklin Life Had Four Large 
Sales Conventions in 1960 


Franklin Life held four large field 
conventions in 1960. They were in The 
Americana, located at Bal Harbour im- 
mediately North of Miami _ Beach; 
French Lick Springs, Indiana; Estes 
Park, Colorado; and San _ Francisco. 


O’Brien, vice president of 
Franklin Life and director of sales 
promotion, was in charge of convention 
arrangements, F. J. Budinger, executive 
vice president of Franklin, conducted the 
meetings. At opening of its sessions Mr. 
Budinger extended greetings. Vice Pres- 
ident Charles E. Becker, Jr., made pres- 
entation of honor awards to some out- 
standing members of the field organiza- 


Francis J. 


tion. All of the meetings were in July. 
Dramatic Change of Hotels 

4 most dramatic incident took place 

with respect to the second convention 


which had been scheduled to be held at 
the Greenbrier Hotel, White Sulphur 
Springs, W. Va. Although the arrange- 
ments for the convention were made five 


years ago it could not be held at the 
Greenbrier because of a strike of em- 
ployes. News of the strike reached the 


Franklin on June 24. It was necessary 
for Vice President O’Brien and his asso- 
ciates to move fast in finding a hotel— 
they had only a few days to sound out 
other hotels, Three days before leaving 
for Miami Franklin Life learned that 
the French Lick-Sheraton at historic 
French Lick Springs was available be- 


cause of a convention cancellation. The 
hotel said it could take care of the 
Franklin and a delegation of 575 from 


that company moved in. It was a narrow 
escape 

Americana convention 
we . Jr., then pres- 
who stressed importance 
factor in life insurance. 
He said: “We hear a lot ‘Buy Term, 
and Save the Difference’.” He thought 
a more appropriate and accurate inter- 
pretation would be “Buy Term and 
Squander the Difference.” 

Holgar J. Johnson, president, Institute 
f Life Insurance, also stressed the im- 
portance of permanent life insurance in 
an address at the French Lick conven- 
tion. “If the field forces of America do 
not emphasize this it will have neglected 
the true values of life insurance, and will 
be permitting our competition to set our 
pattern,” he said. 


Chief guest at 
was William S. 
ident of NAL U, 


of the Savings 


At French Lick and later in Californ‘a 
a key talk on “creative selling” was 
delivered by George H. oe executive 
director of Los Angeles, Cal., his terri- 
tory including California, Nevada and 
Hawaii He had joined Franklin Life in 
1944 while head of the industrial depart- 
ment of Pasadena Chamber of Com- 
merce, following a long experience in life 
insurance, and at the time was also a 
campaign manager for Thomas E. Dewey 
when the latter was running for Pres- 
ident of the U. S. When Landis became 
Calif nia regional manager with Frank- 
lin in 1946 that company’s California 
production was approximately $3 million. 
Under his direction the state developed 


to $92,750,000 paid production during 
1959 with total Franklin insurance in 
force in California to end of that year 


to $382,221.552. 


The theme of the Landis address was 
largely based on the tremendous un- 
developed market opportunity available 
for life salesmen. Taking California, as 
an example, and explaining there were 
similar optimistic situations in other 
states, he said: 


“In California there were 100,000 mar- 
riages in 1959: in Los Angeles County 
the number of real estate loans reached 
_—_ Dollar value of those loans was 

3 billion, or more than the total Ordi- 
ob Life sold in California last year. 
Employed people in metropolitan Los 
Angeles reached 2,700,000: 20,000 new 
corporations were formed; 35,000 babies 





O'BRIEN 


FRANCIS J. 


were born. 

“Your responsibility,” he told the field 
men, “is to exert every effort to fill 
all the wide gaps needing protection 
which life insurance can provide in this 
economic picture.” 


A key speaker at the Estes Park, the 
third “wy was William D. Cle- 
ments, Jr., Collingswood, N. J., one ot 


Franklin’s leading managers who joined 
the Philadelphia division in 1952 as 
regional assistant to Claude L. Freed. He 
has been a leader in a wide field of 
community service. Title of his address 
was “P lanned Presentation.’ % 
“What gives the multiple opportunities 
to close is our skill in answering objec 
tions,” he said. “There are only a tew 
categories in which a man can object 
actually. We hear of only three or four 
with regularity. There is a_ technique 
in successfully answering each one of 
them. Probably the one most heard is 
“IT like the plan, but want to talk it over 
with my wife.” Continuing, he said: “Any 
salesman, or package salesman, who has 
found a great income potential in our 
brand of merchandising should have at 
least the answers to half a dozen objec- 
tions carefully memorized in his reper- 
toire that the minute one of these 
objections is raised he can continue giv- 
ing the answer to the objection. “The 
prospect is throwing nothing at you 
which you have not heard before.” 


so 


Hear Lester Schriver in Estes Park 
Meeting 

Principal guest speaker at Estes Park 
was Lester O. Schriver, executive vice 
president of NALU. For years he was 
general agent of Aetna Life in Peor! 
Ill. William Clements, Jr., manager at 
Collingswood, N. J., gave his “Planned 


Presentation” talk. The Franklin’s new 
presentation film, “The World you Live 
In” was shown and the company’s new 
combination contract, which includes 
“The Home Protector or Family Protec- 
tor” rider, was explained. 
At Estes Park Walter FE. 
ered an address on “Salary Savings.” 
Area manager at Skokie, IIl., he joined 
the company in 1955 — being in sales 
division in a field other than life insur- 


Ryan deliv- 


ance. In 1957 he reali a co-general 
agent and in 1959 took over the sole 
direction of the agency with which he 
had been affiliated, becoming the com- 
pany’s leading area manager for that 
year. Among other things he discussed 


the company’s Salary Savings film, “The 
Bond of Loyalty.” As an example of 
the popularity of salary savings and 
width of its field he called attention to 
a contract of this type which his agency 


INA’s Life Affiliate Adds 
Four New Sales Products 


Philadelphia—Life Insurance Co. of 
North America has added four new sales 
products to its portfolio of individual 
life coverages. The new products include 


a 10-Year Endowment Policy, Special 
Accumulator Option, Increasing Term 
Insurance Benefit, and Transfer of 


Capital Provision. 

LINA, which had its first full year of 
operation in 1958, announced $500,000,000 
of life insurance in force in only 34 
months. The company is now licensed 
to write business in 49 states and in the 
District of Columbia. LINA also has 
offices in Munich and Frankfurt, West 
Germany, and in San Juan, Puerto Rico. 


10-Year Endowment Policy 


The 10-Year Endowment Policy is a 
participating contract issued at ages 0-70 
for amounts of $1,000 or more. Premiums 
are payable for 10 years and the policy 
matures at the end of that time for the 
face amount. Proceeds are paid to the 
owner if the Insured is living on the 
maturity date or to the beneficiary upon 
the death of the Insured. 


Special Accumulator Option 


This option will be added automatically 
at the time of issue to all new participat- 
ing endowment policies except the 20- 
Payment Endowment at 65. On the 
maturity date, the owner has the right 
to leave the proceeds with the Company 
and continue the policy in force until 
the Accumulator Date 10 years later. 
The annual rate is $100 per $1,000 original 
face amount plus a $5 policy fee. In the 
event of lapse, the automatic non-for- 
feiture option provides that the cash 
value on the date of lapse will be ac- 
cumulated with the interest until the 
accumulator date or until paid on earlier 
death or cash surrender. 


Increasing Term Insurance Benefit 


This benefit may be added at all issue 
ages to the participating Endowment 
at 65 contract. The amount of insurance 
under the benefit at any time is equal 
to the annual premium payable under the 
policy times the number of policy years 
that have elapsed since issue. In effect, 
therefore, the Increasing Term Insurance 
Benefit can be used as a return of 
premium benefit for death occuring dur- 
ing the term period. 


Transfer of Capital Provision 


This provision will be included auto- 
matically in all participating endowment 
policies which do not mature prior to the 
Insured’s age 55 and in all participating 
life policies, except LINA’s Retirement 
Income and Independence Policies. 





sold to a police department including 
members living in small townships, 


Landis Stars in California 


The concluding convention of the year 
was held at Mark Hopkins Hotel in 
San Francisco. George Landis, Western 
executive director, was again one of the 
star speakers. He presented Henry Rolf, 


acting mayor of San Francisco. Among 
other speakers was Walter M. Casey 
sales analyst, and a sales executive of 


Ford dealerships on the West Coast. and 
a foundation Committeeman of Notre 
Dame University. Also introduced was 
Clarence B. Council, published of West- 
ern Underwriter, who extended greetings 
of the insurance press. 


After the conclusion of the four con- 
ventions an enlarged issue was published 


of “The Franklin Field,” the edition 
containing hundreds of pictures of the 
delegates to the four conventions, many 


of them taken by Lillian Ilster, assistant 
director of sales, who is also a well known 
figure in the Life Advertisers Associa- 
tion. At Franklin she is called the 
feminine version of Grover Whalen, who 
for years was the official greeter of New 
York City, the direct representative of 
the Mayor. At all conventions Miss 
Ilster greeted newcomers at the registra- 
tion desk. presenting them with their 
programs and badges and played an im- 
portant role in the social events. 


— 


VvvyvvvvvvVvVvVvVvyY 


LIFE — A&H 
POSITIONS OPEN 


S$. East—Life Actuary - $17,000 
M. West—Pension Dept. Manager 15,000 
East—Life General Agent . 14,900 
East—Life/A&H Underwriter 12,000 
M. West—Life General Agent 12,000 
S$. East—Group Sales Manager 10,000 
Rocky Mt.—Life Agency Supervisor 10,000 
W. Coast—Group Representative 7,000 
East—Life Underwriter 5,500 


Listings given above are 
representative of open- 
ings in Casualty - Fire - 
Life-A&H in all sections 
of the country. Write 
for "HOW WE OPER. 
ATE." No obligation to 
register. All inquiries 
handled confidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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Old Republic Attorney 





STEPHEN D. WEST 


Old Republic Life, has at- 


nounced the appointment of Stephen D 


Chicago, 


West as attorney in their legal division §, 
Mr. West, a reservist in the Marine 
Corp, received his B.A. in Governmet! 


from Harvard University and his LLB 
from the University of Virginia. 


While working towards his degrees 








Appo 
agers a 
ark ani 
Fred S 


rector « 
Lloyd 
manage 
and Gil 
Mr. ' 
ciated 

panies ¢ 
and age 
CLU de 
Univers: 
church 

the Lif 
Tompkis 
ice durit 








hearly $2 
t $80,50 
After | 
the Civil 
tally all 
effairs, 
me lady 
Month, 


JOIN: 


Richars 





he was employed during the summers ® 
a cost accountant with Marmin Inc., L 
Angeles and the International Coopef 
Administration of the United States 
Government where he was connected 
with the Civilian Foreign Aid Division. 
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7 | Hartford Life Appoints 
Two New Sales Managers 





LLOYD I. TOMPKINS 


Appointment of two new sales man- 
FO |faers at Hartford Life offices in New- 
ark and Cleveland are announced by 
Fred S. Sibley, vice president and di- 
y- rector of sales. 

Lloyd I. Tompkins, CLU, was named 
: manager at the new office in Newark 
L and Gilbert D. Sewart at Cleveland. 





/ELY Mr. Tompkins was previously asso- 
i cated with other life insurance com- 
: panies as an agent, brokerage manager 
ad agency instructor. He received his 
CLU designation this year at Rutgers 
University. Active in community and 
me 


church affairs, he also is a member of 
the Life Supervisors Association. Mr. 
Tompkins is an Army veteran of serv- 
ice during World War II and the Korean 
Conflict and was awarded the Purple 
Heart. He is a member of the Air Force 
Reserve. 

Mr, Sewart, who attended Norwich, 
Conn. schools and was graduated from 
thé University of Connecticut, has 
stved in the life insurance field as an 
went, district Group manager and in 
ales with other companies. He is a 
veteran of service with the Marine Corps 
ad is a member of the Air Force Re- 
sve. Mr. Sewart is active in political 
dfairs in Lakewood, Ohio where he lives. 


ey 


























lS Annuitants at Age 100 


Receive Three Times Cost 
Fifteen annuitants of New York Life 
lave collected nearly three times as much 
Wsthey invested in their annuity policies. 
Aithe time they were born 100 years 
the life expectancy at birth wouldn't 
have carried them up to the turn of 
century. 
Miese annuitants range in age from 99, 
100th birthdays coming up in 1961, 
0 102. Their annuities have been in 
foree from 19 to 46 years and annual 
: Amity payments range up to $1,800, To 
até these annuitants have collected 
early $210,000 on an original investment 
t $80,500. 
After having spanned the period from 
He Civil War to its Centennial, prac- 
_ Peilly all are able to attend to their own 
ie Marinelairs, Several go for daily walks and 
overnmen! fine lady still plays bridge a few times a 
his LLB month, 


ia. 


has alr 
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JOINS OCCIDENTAL OF CAL. 

| Richard N. Bell has been appointed 
S stant brokerage manager in the 
rsadena branch office of Occidental 
“€ of California. Mr. Be!l joins Occi- 
ited Stategitlal after an association with Union 
connected al Life as an agent in Los Angeles. 
Division. Pad to that, he was an agent with 

s ‘Mential for one year. 
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Culling and Brown Get New 
Duties at Pacific Mutual 


A realignment of duties on the exec- 
utive level was announced at Pacific 
Mutual Life by T. S. Burnett, president. 
Assistant Vice Presidents A. N. Culling, 
CLU, and E, Eugene Brown, both long 
time Pacific Mutual administrators, were 
involved in the change. 

Mr. Culling will be transferred to the 
company’s executive staff. He will take 
responsibility for the work of the field 
office administration department, which 
he founded last year, and will also 
handle special assignments in the work 
of the executive offices. 


Mr. Brown, formerly director of 
agency administration, now moves to the 
post of director of field office administra- 


tion. He will oversee and correlate the 
administrative operations of Pacific 
Mutual’s field offices throughout the 


country. 

Mr. Culling, who joined Pacific Mutual 
in 1930 after graduating from Stanford 
with a bachelor of arts degree in ac- 
counting, was named assistant vice pres- 
ident in 1955. 

Mr. Brown has been with the company 
since 1923. He brings to his new assign- 
ment a wide background of home office 
management experience. 


Waiver of Premium Rider 
The applicant’s waiver of premium 
agreement (payor provision), previously 
available from the Massachusetts Mutual 
Life only at the issue date of juvenile 
policies, may now be obtained as a rider 
for attachment to existing policies. 

The rider may be attached to an exist- 
ing policy only if the basic policy is for 
a plan eligible for the agreement, there 
are at least five years’ premiums payable 
subsequent to the date of attachment, 
and the insured is not over age 15. The 
applicant for the rider normally must 
be the applicant for the original policy. 










Continental American’s Planned Life Insurance Program Service, 
based on a distinctively professional concept, is an organized, 


systematic method of building clients through estate planning, 
and conscientiously providing maximum protection 
at minimum cost. The results this method produces, year 


after year, are significant. 


Last year, Continental American representatives increased their 
average new policy sale to an impressive $17,177, again placing 
. their company among the nation’s top-ranking life 


insurance organizations. 


in their continuing enthusiastic practice of the principles of the 
Planned Life Insurance Program Service, Continental American 
representatives are certain to reach even greater heights 


of personal achievement. 





They know that better business comes from j 
the increasingly better client service they } 
are equipped to render—and brings with it (k= 
proportionately greater rewards. 


WILMINGTON, DELAWARE 
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Dave Tibbott Retires 

At New England Life 
21 YEARS ITS PR DIRECTOR 
Had Broad Interesting Career Before 


Entering Insurance; Former Presi- 
dent of LAA, other Activities 





David W. Tibbott, director of advertis- 
ing and public relations of New England 
Life for the past twenty-one years, will 
retire this month under the terms of the 
company’s retirement plan. A thoughtful 
critic and an articulate champion of the 
value of public ation advertising, both in 
a eompany’s marketing operation and 
in the development of a corporate per- 
sonality,” his influence in this area of 
the life insurance business has been con- 
siderable. He graduated from Princeton 
University in 1917, where he was a mem- 
ber of both fi sotball and baseball teams. 
Then came two years in the Navy in 
World War I, half of this time being 
spent overseas 

During the twenty years following his 
separation from the service in 1919, he 
gained an unusually broad experience in 
different phases of the advertising busi- 
first as sales promotion manager 
f The Boston Globe, then as New 
England representative of the Saturday 
Evening Post, and finally as an account 
executive of Batten, Barton, Durstine 
and Osborn 

He joined the New 
1939 and was one of 
out the necessity for life insurance 
industry to compete more vigorously for 
the consumer's dollar through the me- 


ness, 


England Life in 
the first to point 


dium of national advertising 

In World War II, under his direction 
New England Life’s advertising was 
devoted entirely to the interests of the 
serviceman, whom the company urged 
to “buy and hold on to the full $10,000 
of NSLI.” Military installations in all 


theatres used a total of 25,000 blow-ups 


of the first of these ads to promote the 
sale of government insurance 

In support of the Red Cross blood 
donor program, the company also ran 


in leading national weeklies the famous 
ad “Give a pint of life insurance, 

thousands of blow-ups of which were 
used in factories and offices throughout 


the nation. 

Then, working closely with the Pen- 
tagon and the Navy Department, Mr. 
Tibbott developed a sixty-page booklet 


“Information for Veterans,” outlining in 


simple, colloquial language the benefits 
provided by NSLI and the GI Bill of 
Rights, along with a great deal of other 


pertinent information. The booklet was 
offered in the company’s national adver- 
tising over a three-year period and as 
result more than a million copies were 
distributed, literally, in all parts of the 
world 


Ads Won Many Awards 


New England Life national ads were 
twice included by a national panel of 
judges among their “100 best ads of the 
year” awards during the war, and over 
-~ years New England Life has con- 

stently received “Awards of Excellence” 
in various adver tising ard public rela- 
tions categories of the exhibits held in 
connection with each annual meeting of 
the Life Insurance Advertisers Asso- 
ciation. 

Long an 
Mr. Tibbott served 
many capacities. 


member of the LAA, 
the association in 
He was secretary from 
‘948 to 1950, vice president in 1951-52 
and president in 1952-53. He was a 
charter member of the Public Relations 
Advisory Council of the Institute of Life 
Insurance and outside the life insurance 
industry was a director of the Advertis- 
ing Club of Boston for two years and of 
the Association of National Advertisers 
from 1950 to 1954. 

In his home community he was moder- 
ator for six years of the First Church 
in Newton, Massachusetts, and chairman 
for four of his eight years’ membership 
on the Newton School Committee. He 
was president of the Princeton Univer- 
sity Alumni Association of New England 
for four years and ‘is currenly serving as 
chairman of special gifts in the Metro- 


active 





DAVID W. TIBBOTT 


politan Boston area for Princeton’s $53 
Million Fund campaign. 

He plans to be active as an advertising 
consultant for an indefinite period but 
looks forward to a certain amount of 
traveling when the opportunity permits 
An enthusiastic photographer, he hopes 
to find more time to devote to this 
hobby with particular attention to pic- 
tures of big game and wild life in 
general. 


Made EGR of TIAA 


Howard R. Bowen, president of Grin- 
nell College, and Fred E. Brown, presi- 
dent of Tri- enn Corp. and the 
Broad Street Group of Mutual Funds, 
have been elected trustees of the Teach- 
ers Insurance and Annuity Association. 





This position affords 








PENSION TRUST DEPARTMENT ADMINISTRATOR 


Large established General Agency of an Eastern life insurance com- 
pany located in Los Angeles seeks an administrative type person to 
supervise growing Pension Trust Department. 


Duties and responsibilities would include assistance to established 
producers in the design and installation of pension and insured profit 
sharing plans and in the administration of both new and existing plans. 


ity in this rapidly expanding specialized field. 


Pension or group experience desirable but not essential. Salary open. 
Send complete resume including age to Box 2861, The Eastern Under- 
writer, 93 Nassau Street, New York 38, N. Y. 





a challenging opportun- 








Josephson and Engelsman 


To Address Gotham Group 


“Trends, Predictions, Opinions” in the 
life insurance field will be the subject 
of a discussion by Halsey D. Josephson 


and Ralph G. Engelsman at the next 


meeting of the Gotham Group of Life 


Advertisers Association. The luncheon 
meeting is scheduled for December 7 at 
Keen’s Chop House, in New York. 


Josephson and Engelsman are 
co-editors of Mr. Josephson is 
general manager of one of Connecticut 
Mutual’s most successful agencies in New 
York. Mr. Engelsman, a leading life in- 
surance salesman and general agent for 
30 years, now heads his own life insur- 
ance consulting firm in New York. 

The Gotham Group is an organization 
of New York City area members of the 
Life Advertisers Association. It holds 
monthly luncheon meetings on subjects 
of interest to life insurance sales promo- 
tion, advertising and public relations per- 
sonnel. 
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Manager at Rochester for 


Home Life of New York 


CLIFFORD F. 


McKENDRY 
Home Life of New York, has an- 
nounced the appointment of Clifford F 
McKendry as manager 
N. Y. agency. The manager 
Edmund B. Case, become trust oi- 
ficer of a Rochester bank. 

Mr. McKendry originally joined Home 
agency in 1947 a 


of its Rochester, 
former 
has 


Life in the Rochester 
a field underwriter and was named as 
sistant manager there in 1950. Three 
years later, he was appointed manage} 
of Home Life’s newly-created Alban) 
agency. Subsequently, Mr. McKendr 
served in a number of management as 
signments, most recently in New York 
City. 

Mr. McKendry is a graduate of Clark: 
son College of Technology and serve 
as an officer with the Navy during Worl 


War II. 





Military and Aviation Risks 

Atlanta—Georgia Intern: itional’s mili 
tary and aviation underwriting is base 
primarily on age and duties. This reflect! 
the results of industry wide studies 
which have shown that age and dutic 
are more important factors than ran 
and experience. 

The maximum extra prem‘um charged 
military aviation risks is $1.50 per 1,0 
che arged this 


Pilots under age 25 are 
rate. Pilots falling into special cal 
gories, such as transport pilots, pilot 


assigned to Research and Developmet! 
and Navy Aeronautical Engineering Dut! 
Officers, will be charged a monthly ext 
premium of $.20 per 1,000. Paratroope" 
will be accepted at standard rates. Writ 
ing limits will depend upon rank but the 
maximums can be increased dependet! 
upon family status and age. 
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Discussing the float entitled “Lady of Spain” which Occidental Life of California 


will enter in the 72nd annual Tournament of Roses parade in Pasadena, Calif., 
Isabella Coleman, 


President Horace W. Brower, Mrs. 


are 
designer and builder of the 


float, and Miss Margarethe Bertelson, the 1960 Rose Queen who will ride the float. 





L. I. Medical Research Fund 
Has Paid Out $12 Million 


Awards of $1,085,410 were made for 
research in heart disease in the past 
year, the Life Insurance Medical Re- 
search Fund said in its annual report. 
This brings the total cOntributions to 
more than $12,500,000 since the fund’s 
establishment in 1945. 

Dr. Francis R. Dieuaide, scientific di- 
rector of the fund, said that 120 research 
programs had been aided by awards this 
year. This includes 19 research fellow- 
ships, and support of scientific investiga- 
tions at 86 hospitals, medical colleges 
and other research institutions in the 
United States, Canada and Europe. | 

In selecting programs, emphasis is 
given to basic research in order to en- 
courage additions to scientific knowl- 
edge, Dr. Dieuaide said. Much more of 
this type of research is needed because 
so little is still known about the causes 
of arteriosclerosis and hypertension _ 

Grants are also being awarded to in- 
vestigators who are seeking to improve 


To Pay Record Dividends 


Equitable Society expects to pay 
holders of individual insurance and an- 
nuity contracts $98,700,000 in dividends 
in 1961, it was announced. 

James F. Oates, Jr., president, said 
that this would be the largest allocation 
in the company’s 10l-year history. It 
will be almost twice as much as in 1951 
and $8 million more than the 1960 pay- 
ment. 

Mr. Oates said that more than one- half 
of the rise stems from a net increase in 
the scale of dividends. The remainder is 
the result of a rise in the volume of 
insurance in force. 





methods of diagnosis and treatment of 
heart disease, and already patients’ lives 
have been prolonged as a result of pro- 
jects aided by the fund. 

The Life Insurance Medical Research 
Fund is supported by 138 member life 
insurance companies in the United States 
and Canada. From its inception 15 years 
ago, its resources have been devoted en- 
tirely to research in heart disease. 
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Low Net Cost — High Dividends — 
1961 Dividend Accumulations 3.8 % 
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Chairman Irvine on MDRT 
Qualifications for 1961 


James B. Irvine, Jr., CLU, National 
Life of Vermont, Chattanooga, chairman 
of the 1961 Million Dollar Round Table, 
announced in his first letter to present 
and prospective members of the Round 
Table that the MDRT office in Chicago 
is now ready to receive and process ap- 
plications for membership in the 1961 
Million Dollar Round Table. He pointed 
out that this is the first year in which 
the new MDRT Volume Credit Record 
Form has been utilized and tested. All 
applicants have been urged to use this 
new form to record separately for each 
company their 1960 business claimed for 
credit, and forward it with certifying 
letters to the Home Offices. This proce- 
dure is necessary if the Volume Credit 
Record Form is to fulfill its dual purpose 
of aiding the agent in recording MDRT 
volume credits and expediting certifica- 
tion of volume credit by the Home 
Office. 

Mr. Irvine emphasized that, while use 
of the Volume Credit Record Form is 
optional for re- qualifying applicants, it 
is mandatory for first-time applicants. 
Home offices have been asked to forward 
the supporting Volume Credit Record 
Form of first-time applicants along with 
the completed certifying letter to the 
MDRT office. 

In his letter, sent out recently with the 
application papers for next year’s Round 
Table, Mr. Irvine reminded all prospec- 
tive members that the 1961 Annual Meet- 





TO GENERAL BROKERS 
: THE LEE NASHEM AGENCY 
‘The Major League Agency" 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and telayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 

PHONE US, THIS PLAN WILL MAKE 

MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEG 


NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y. 





ing will take place once more at the 
Americana Hotel at Bal Harbour, Miami 
Beach, Fla., from June 25 to 29. The 
Americana, site of the 1959 meeting, 
was selected again because of popular 
demand. 

In addition to committee appointments 
released earlier, Mr. Irvine announced 


the following appointments to 1961 
MDRT committees: Robert S. Albritton, 
CLU, Provident Mutual, Los Angeles, 


immediate past chairman, will head the 
budget committee, while Joseph H. 
Reese, Jr. CLU, Penn Mutual, Jenkin- 
town, Pa., will serve as chairman-of the 
qualification procedure committee. Wil- 
liam D. Davidson, CLU, Equitable So- 
ciety, Chicago, has again accepted the 
chairmanship of the resolutions com- 
mittee and Robert P. Burrough. National 
Life of Vermont, Manchester, N. H., will 
be chairman of the past chairmen’s com- 
mittee which serves as an advisory body 
to the executive committee. Alfred J. 
Lewallen, CLU, Mutual Benefit Life of 
New Jersey, Miami, Fla., newest member 
of the executive committee, will head the 
annual meeting committee which is re- 
sponsible for all activities pertaining to 
the 1961 annual meeting. 








Originator of 


provision. 


death benefit. 







AN INSURANCE PIONEER 


e First life insurance policy with a disability 


e First life insurance policy providing an 
“income for life” to the insured. 


e First life insurance policy issued with double 


and, as Fidelity enters its 83rd year of 
progress and growth —its services and 
products today are as modern as tomorrow 
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In the 70 or more years 
that Mutual Life of Phila- 
delphia has been making its calendars 


Philadelphia 
Provident 


available to policyowners and the general 


public, “calendar art” has acquired a 


new meaning. The quality of the art 
selected from the werks of outstanding 
U. S. painters has done much to bring 
about this trend. The company’s 1960 
calendar won first prize in the 10th 
Lithographic Awards Competition of the 
Lithographers’ and Printers’ National 
Association exhibit. It also won in 1959, 
making it the first calendar ever to win 
consecutive awards. 

Members of the Philadelphia agencies 





and home employes voted upon the 
nearly 50 paintings exhibited in the com- 
pany auditorium for the 1961 calendar. 
The six final selections reflected the 
tastes of a large number of people and 
include the works of such noted artists 
as: John Rogers, Peter Hayward, A. 
Lassall Ripley, George Cherepov and 
Guy Wiggins. 

“Vacation Days,” a water color by 
John Rogers, is a brilliant summer sca- 
scape, used for the months of July and 
August. In this and the winter scene 
pictured on the January-February leaf 
of this calendar, Mr. Rogers demon- 
strates his exceptional skill in handling 
water color, one of art’s most difficult 
media. 





Mutual Trust Expanding 
Twin Cities Operations 


Mutual Trust Life, Chicago, which has 


been licensed in Minnesota since it be- 


gan operations in 1905, announced the 


expansion of its activities in the Twin 
Cities 
Louis C. Perlman, CLU, new district 


sales manager for Mutual Trust, opened 
an agency on December 1 in Minneapolis 
Moving into adjoining quarters and oper- 
ating separately will be Donald P. Berg- 
quist, CLU, a manager for Mutual Trust 


since 1952. ©. I. Hertsgaard, a member 
of the company’s board of directors, will 
be associated with the Bergquist agency. 

Mr. Perlman is a life time resident of 
the Twin Cities and a member of the 
Minneapolis Association of Life Under- 
writers. Before joining Mutual Trust he 
was a manager for The Prudential. 

Mr. Bergquist is a past president of 
the board of trustees of the Minneapolis 
Life Underwriters Association and was 
secretary-treasurer of the Life Insur- 
ance Leaders of Minnesota. He was 
general chairman of the 1960 sales con- 
gress of the Minnesota State Assn. of 
Life Underwriters. 
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RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 
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PLaza 3-2826 








October Sales Up 2% 


October purchases of life insurance in 
the United States amounted to $6,065,- 
000,000, a gain of 2% over a year ago. 
Aggregate purchases for the first ten 
months of 1960 were $58,644,000,000, up 
3% from a year ago. These figures were 
reported by the Life Insurance Agency 
Management Association of Hartford. 

Purchases of Ordinary life insurance 
in October were $4,321,000,000, practically 
the same figure as for October a year 
ago. The number of Ordinary policies 
bought in October was 721,000 compared 
with 735,000 the year before. 

Industrial life insurance bought in Oc- 
tober amounted to $580,000,000 down 1% 
from the corresponding month last year. 

New Group life insurance amounted 
to $1,164,000,000 in October, an increase 
of 14% from October a year ago. These 
figures represent new Groups set up only 
and not additions under Group insurance 
contracts already in force. 

In the first ten months of this year, 
Ordinary life insurance bought accounted 
for $42,375,000,000, negligibly less than 
last year. Industrial life insurance pur- 
chases represented $5,734,000,000 of this 
year’s ten month total, about the same 
as last year, while new Group life insur- 
ance amounted to $10,535,000,000, an in- 
crease of 22% from the first ten months 
of last year, 


Equitable Society Sales 
Drive Shows 10% Gain 


Equitable Life Assurance Society’s na- 
tional sales force wrote more than $419,- 
000,000 of new Ordinary life insurance 
business during its annual fall sales cam- 
paign, a 10% increase over last year’s 
drive. Nearly 6,500 agents took part in 
the month-long campaign, writing 45,- 
800 applications. 

The Fred G. Holderman Agency at 
Peoria was tops among Equitable’s 133 
agencies in all 50 states, with 213 agents 
securing 2,897 applications for $22,045,- 
000, an average of better than 13 apps 
each. Writing over $10,000,000 each were 
the A. D. Hemphill Agency, San Fran- 
cisco and the J. Smith Ferebee Agency, 
Richmond. 

Other leading agencies, each averaging 
over 10 apps per agent, included those 
headed by D. J. Mooney, Albany; D. L. 
Bryant, St. Louis; R. B. Dolan, Min- 
neapolis; H. J, Simpson, St. Louis; H. 
F. Wild, Honolulu; Jack Bowman, Utica, 
N. Y.; M. M. Prescott, Washington, 
D. C, and A. I. Dickman, San Diego. 

_Tied for individual honors, each with 
158% applications for the month, were 
two members of the Mooney Agency, 
Joseph H. Miller of Albany and B. 
Thomas Cappadona, Poughkeepsie. 





Bill Kelly Announces 





nw BB 


for: 


KEY MAN 


Phoenix Mutual's 


“permanent” insurance plans 


SPLIT PREMIUM 


DEFERRED COMPENSATION 
IMPROVED NET COST 
COMMISSIONS UNCHANGED 


William F. Kelly, Manager 


MIDTOWN BROKERAGE AGENCY 
Phoenix Mutual Life's 


ann CB 





« Denv 
9323 First National Bank Bidg- TAbor 5-2254 


S t Specialized 
Pr Service Ly 
Life Underwriter 


—— — — — — — — — 5 


RENEWAL GUARANTY CORPORATION 
2323 First National Bank Bldg. * Denver 2, Colorado 


Gentlemen: Please send me complete, confidential 


details on your exclusive service. | understand | am NOT 
obligated in any way. 


1 
| 
| 
1 0 AGENT 
I 
| 
| 
| 


Nome 





Company. 





Member: National Assn. 


Address Of Life Underwriters 


City. 





I 
| 
| 
(C0 GENERAL AGENT | 
| 
| 
| 


Zone____ State. 












Leading Brokerage Agency 


Clifford C. Meldrum, Barry Rosenfeld, 


Supervisors 


Suite 3602 Chanin Building, 122 E. 42nd St., N.Y. 17, N.Y. 
YUkon 6-6585 


Surplus business only solicited which cannot be placed,in your company. 
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V. C. Panarisi Named for 
Indiana, Ohio by B.A.R.E. 





Merrill Chase 
V. C. PANARISI 


The Benefit Association of Railway 
Employees, a mutual legal reserve life 
company, Chicago, has appointed V. C. 
(Jim) Panarisi, Indianapolis, as regional 
Group supervisor, southern Indiana and 
Ohio, it is announced by George S. Har- 
ris, B.A.R.E. Group sales vice president. 

Formerly a home office Group sales 
supervisor for the Associates Life of 
Indianapolis, Mr. Panarisi has had 10 
years’ experience in Group sales. The 
B.A.R.E., which serves over 2,800 in- 
dustrial groups and 185 railroads, is li- 
censed in all 50 states and the D. of C 


Premium of $578.25 Pays 
Insured Nearly $100,000 


A Massachusetts Mutual life insurance 
policy purchased by an Ohio salesman 34 
years ago for a premium of $578.25 has 
produced a return of nearly $100,000. 

The salesman, who died recently, 
bought the policy from the Massachu- 
setts Mutual Life Insurance Co. in De- 
cember, 1926 and paid the first-year pre- 
mium. He became disabled as a result of 
a nervous condition three months later. 

Since the policy contained a waiver of 
premium and disability income provision, 
all subsequent premiums were waived by 
the company and a monthly disability 
income of $150 was paid to the insured. 
This income continued until the date of 
his death 33 years later and had reached a 
total of $60,600 at that time. ‘Premiums 
waived during the 33-year period totaled 





When the insured died recently, the 
full face amount of the policy became 
payable giving his family a further bene- 
fit of $15,000 which, together with $6,500 
in dividends and interest, brought his 
total return on the policy to $98,549.80. 


Life Co. of Virginia Adds 
Mortgage Redemption Rider 


Richmond, Va—A new mortgage re- 
demption rider will be offered by Life 
Insurance Co. of Virginia, Charles A. 
Taylor, president, announced. 

The rider is designed to cover the 
outstanding balance of a 6% mortgage, 
which is being amortized by level 
Monthly payments of principal and in- 
terest for the same period as the rider. 
hus, none of the insurance in the base 
Policy to which the rider is attached is 
fequired to liquidate the mortgage. 

conversion privilege is also included. 
It contains an option to convert at any 
time before the policy anniversary near- 
est the insured’s 65th birthday, for a 
Whole life policy. This policy would be 
tqual to the amount in effect under the 
fider, on the policy anniversary coin- 
tident with, or next following date to 
which premiums have been paid. 





Flying Safety Conference 
At Lincoln National Life 


More than 100 pilots representing some 
200 companies which operate business 
aircraft, were guests of Lincoln National 
Life, Fort Wayne, Ind., on November 
19 for a one-day conference on winter 
flying safety. The conference, aptly titled 
“Winter Set,” was arranged by Robert 
D. Weber. chief pilot for Lincoln Life, 
who presided. 


Assisting in panel discussions of ten 
topics relating to the operation of air- 
craft under winter flying conditions were 
fifteen representatives of concerns which 
manufacture aircraft components. 

Among the special guests present for 
the conference were William K. Lawton, 
executive director, National Business Air- 
craft Association, Inc., Washington, 
D. C.; Richard L. Cunningham, director, 
Indiana State Aeronatics Commission; 
and Dale Mason, Indiana’s Aviation Man 
of the Year. 


Now in New Hampshire 


Republic National Life of Dallas has 
been admitted to do business in New 
Hampshire just one month after being 
admitted to Vermont, bringing to forty- 
four the number of states in which the 
Texas company is doing business, plus 
Puerto Rico and District of Columbia. 
Executive Vice President Barry Oakes 
says the company is expanding its gen- 
eral agency and brokerage operations in 
the New England states. 





EXCLUSIVE WITH EASTERN LIFE! 


Now Your 


Clients Can Eat 
Their Cake 
... And Have It Too 


Eastern Life’s ‘Premiums Reduced One-half 
After Twenty Years” Plan enables your client 
to keep his full insurance protection, but pay 1. 





Here are a few: 





This Plan is ideally adapted to many situations. 


only half the premium at the end of 20 years. 
Or if he wishes, he may select one of the follow- 
ing options at the end of 20 years — 


y ™ 
@ Receive a guaranteed amount in cash and 
continue the policy at a lower premium. 

@ Receive a reduced amount of paid-up % 
insurance and pay no further premiums. 

= Continue the full amount of insurance as 4. 


Interested? A descriptive brochure and an illustration 
sheet are available through your General Agent. 


term insurance for a specified period, and 
pay no further premiums. 


The young family man who anticipates 
heavier expenses in later years for edu- 
cating his children and helping them get 
started on their own. 

The man in his late thirties or in his 
forties, who is looking ahead to retire- 
ment on a reduced income in approxi- 
mately 20 years. 

Those people who, by the nature of their 
occupation, have approximately 20 years 
of peak earning power, and their income 
is likely to fall off later. 

Anyone who wants to have more money 
available in their later years to travel or 
just enjoy life. 


GO EASTERN! 








Page 14 





December 2, 1960 








Appointed Vice President 
And Director of Agencies 





JOHN F. SHALLENBERGER 


Hagan, 
announced 


H. Smith president, Capitol 
Life, that John=F. 
Shallenberger has been appointed vice 


Denver, 
and director of agencies for the 
He 


the 


president 
company. assumed his new duties as 


head of agency department on De- 


cember 1] 
Mr. Shallenberger has been with Capi- 


tol superintendent of agencies 


1958 


Life as 
During this period 


behalf of the 


January, 
efforts on 
and its field 
and 


since 
his company 
representatives have been 
He 
the complete revision of the 
& S. making it 
most competitive in the_in- 


many varied was instrumental 


in effecting 
company’s A portfolio, 
one of the 


dustry. His background in both law and 


agency work has enabled him to be of 


help in designing new contracts and 
supplemental forms. 

Admitted to the Illinois bar in 1938, 
Mr. Shallenberger practiced law for 


and then 
moved to Chicago where he continued his 
law work until 1945, when called into 
the service. Following his tour of duty, 
Mr Shallent verger entered the life insur- 
ance business, first in the home office 
of World Insurance Co. then, in part- 
nership with his brother, as general 
Agent for World in the New England 
States, where they pioneered a new 
territory for the company. In December, 
1950 Mr. Shallenberger and his brother 
took over World’s Indiana Agency. 


several years in Centralia, III. 


Charles C. Owen Retires 


Charles C. Owen, manager of the mail 
Pcrorinod in Occidental Life of Calli- 
fornia’s home office in Los Angeles, re- 
tired on November 30. It is the second 


retirement for Mr. Owen both in the 
short span of 12 years. His first was 
from Scotland Yard, where he had at- 


tained the rank of senior divisional de- 
tective-inspector in the Metropolitan 
Police Department of London after 28 
years with “the Yard.” He has been with 
Occidental nearly ten years. 

During his career with the police or- 
ganization, Mr. Owen received more 
than 40 commendations from the Com- 
missioner for outstanding service. 

At Occidental, the former detective has 
been active in many organizations and 
employe activities and has lectured ex- 
tensively inside and outside the com- 
pany on the subject of police work. 

Mr. Owen was born and educated in 
London and served in the infantry dur- 
ing World War I. He and his wife and 
their two married daughters have lived 
in the Los Angeles area since 1948. 


Cooperative Housing Plans 
Quality for Group Life 


Superintendent of Insurance Thomas 
Thacher has announced that as a result 
of a recent departmental ruling, coopera- 
tive housing under appropriate 
conditions, can establish the necessary 
Group debtor and creditor relationship 
required by paragraph (c), subsection 1 
of Section 204 of the New York Insur- 


ance Law. 
This section defines Groups which are 


plans, 


eligible for Group life insurance. The 
particular subdivisions referred to de- 
scribe one such permissive type as a 
Group of debtors or vendees. Heretofore 
the occupancy relationship between the 
housing cooperative entity and the apart- 
ment residents not considered a 
permissive Group relationship of debtors 
or vendees. 

Mr. Thacher points out that this 
ruling does not eliminate any statutory 


or departmental requirement for Group 
life insurance policies. 


was 











“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
cases ourselves and ceded one to them.” 

“Hmmm, that’s true... and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
| got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


Our background in life reinsurance exclusively 
helps underwriters and other life company executives 
solve problems over a broad range. For two good samples 
of this background, send now for your copy of 

“Economic Hesitation in Life Underwriting,’ 
John R. Ward of North American Re—and your copy of “ 
which outlines our many services. Simply address: 


Exclusively,” 


“Ted, having our 
reinsurer Is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits and medical requirements .. . and 
all those special medical studies they 
publish, and...” 


“I'm convinced — 
except it may be 
three underwriters 
instead of two!” 
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GROUP 


Assistant to President of 
Fidelity Interstate Life 


Jean Raeburn, N. Y. 


EDWARD J. FALLS 


Edward J. Falls, former administrative 
vice president of Pacific Fidelity Insur- 
ance Co. of Los Angeles, has been named 
administrative assistant to the president 
of Fidelity Interstate Life of- Pennsyl- 
vania, largest subsidiary of Beneficial 
Standard Life, it was announced by 
Joseph N. Mitchell, president of the 
parent company and its eastern affiliate, 

Mr, Falls will be assigned to'the Phil- 
adelphia home office of Fidelity Inter- 
state, which.-recently’ announced a con- 
version from, its established company 
agency program to the American agency 
system in the appointment of independ- 
ent agents and brokers. 

A native of Woodside, N. Y., where 
he was educated in the public ‘schools, 
Mr. Falls was graduated with a BS. 
degree from St. John’s’ University, 
Brooklyn, in 1940. After serving in the 
Army in the European Theatre during 
World War II, he returned to the Uni- 
versity’s Law School to receive an LL.B. 
degree in 1946. He entered the legal de- 
partment of The Prudential in Newark 
the following year, and in 1954 was trans- 
ferred to fill a similar position in the 
company’s Chicago office. He joined 
Pacific Fidelity in 1957. 

Mr. Falls is a member of the Bar in 
New York and Illinois, and holds mem- 
bership in Phi Delta Phi, international 
legal fraternity. As a resident of Encino, 
Cal., he was active in its Chamber otf 
Commerce. 





Ala. Ordinary Sales Leader 


Alabama led the country in percent- 
age increase in Ordinary life insurance 
sales in October, with Nevada second 
and Wyoming third, according to the 
Life Insurance Agency Management As- 
sociation of Hartford, which has analyzed 
October sales by states. Countrywide, 
Ordinary business was unchanged in 
October, compared with October, 1959, 
while Alabama sales gained 61%. In 
Nevada, October sales were up 16% and 
Wyoming sales showed a 12% increase im 
the month. " 

For the first ten months of 1960 with 
national Ordinary sales practically un- 
changed from the year before, Hawaii 
led with an increase of 21%, with Nevada 
in second place, up 16% from the cor 
responding period of last year. 





Paul Cowan Opens Office 


Paul C. Cowan, actuary and former 
executive head of the Group and Pension 
Department of Ohio National Life, has 
opened an office in Cincinnati as af 
employe benefit plan consultant. He was 
also formerly with Ostheimer & Co, im 


Philadelphia and Crown Life in Toronto. 
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Supreme Court Rules on Annuity Tax Deduction 


Washington—Amounts allocated by an 
insurance company to the funding of a 
contingent life annuity do not qualify 
for the marital deduction provided by 
the Internal Revenue Code of 1939, the 
United States Supreme Court ruled this 
week. 

The Court’s six-three ruling, rendered 
in Edward J. Meyer v. U. S. (Docket 
No. 13), affirmed a decision of the Sec- 
ond Circuit Court of Appeals and re- 
solved a conflict between that decision 
and the decision of the Third Circuit 
Court of Appeals In re Reilly’s Estate. 

Under the terms of the policy involved 
in the Meyer case, the decedent’s wife 
was to receive equal monthly install- 
ments for life, with 240 installments 
guaranteed, and, if his wife died before 
receiving the 240 installments, his 
daughter was to receive the remainder. 
However, if both the wife and the 
daughter died before receiving the 240 
installments, the commuted value of the 
unpaid installments was to be paid in 
one sum to the estate of the last one of 
them to die. “ 

The insurer calculated that $7,231 
was necessary to fund the monthly pay- 
ments to the wife for her actuarial ex- 
pectancy beyond the 240 months certain, 
and it allocated that sum on its books 
for that purpose. This sum, the executors 
claimed, qualified for the marital deduc- 
tion under section 812(e) (1) of the In- 
ternal Revenue Code of 1939. 

The executors contended Justice Whit- 
taker, declared in the majority opinion, 
that “although the policy made no pro- 
vision therefore, the insurer’s bookkeep- 
ing entries constituted a real division 


of the insurance proceeds into, and 
created, two ‘properties—one of $17,- 
9% and the other of $7,231—and 


that the latter qualifies for the marital 
deduction . . . because it is payable, if at 
all, only to the wife—during her lifetime 
beyond the 240 months—and no other 
person has any interest in it. 
“Whether a policy of life insurance 
may create several ‘properties’ or funds, 
either terminable or nonterminable or 
both, we need not decide,” he said, “for 
we think the policy here involved con- 
stituted only one property, and made 
only so much of its proceeds payable 
to the wife as she might live to receive 
in equal monthly installments, and made 
any guaranteed balance payable to the 
daughter, 

“Hence, under the terms of the policy, 
the ‘interest passing to the surviving 
spouse (may) terminate or fail’ and a 
‘person other than (the) surviving spouse 
.. may possess or enjoy (a) part of 
such property after such termination 
or failure of the interest so passing to 
the surviving spouse; .. .’ Therefore 
the policy and its proceeds—considered 
apart from petitioners’ claim that the 
insurer’s bookkeeping division of the 
proceeds of the policy into two parts 
created two ‘properties’—are disqualified 
for the marital deduction by the express 
provisions of section 812(e) (1) (B) of 
the Internal Revenue Code of 1939.” 
Dissenting, Justice Douglas asserted 
that the majority “errs in making its 
decision turn on whether the wife’s in- 
terest after (the 240 guaranteed pay- 
ments) is a separate ‘property’ within 
the meaning of the statute. The ruling 
of the Court is on a statutory provision 





Promote Leary and Hammond 
Robert E. Leary and Richard N. Ham- 


mond have been promoted to assistant 
district Group insurance managers in the 
Boston office, President O. Kelley Ander- 
son announced. 

Mr. Leary, a graduate of Dartmouth 
College, has been district Group repre- 
sentative in Boston for the past four 
years, 

Mr. Hammond, who graduated from 
the University of Maine, has been asso- 
tiated with the company’s Kansas City 
district Group office since 1956. 


that does not exist. 


: Under the statute,” 
he pointed out, 


“the question is not 
whether ‘property’ is terminable; it is 
whether an ‘interest’ is terminable. 
“My conclusion is that where the ‘in- 
terest’ that accrues to the surviving 
spouse is, as here, shared with no one 
else and is subject to no termination ex- 
cept her own death, it qualifies for a 
marital deduction . . . even though an- 
other ‘interest’ of hers in the same an- 
nuity contract would not qualify.” 


Justices Clark and Brennan joined in 


Justice Douglas’ dissent. 
ieee 
i i ie 


Named as Supervisors 

Three representatives of Lincoln Na- 
tional Life, Fort Wayne, Ind., have been 
appointed to supervisory posts accord- 
ing to an annoyncement by their respec- 
tive general agents. The appointees and 
their agency locations are: S. Bernard 
Bockal and Earl L. Semrad, Feustel- 
Berglas agency, Los Angeles; and Robert 
A. Klock, Maurice Raffel agency, Harris- 
burg, ‘Penn. The appointments were made 


under Lincoln Life’s management devel- 
opment program. 








i i i i i i i i ie 


i i i 


EVEN IF 
YOUR 
CLIENTS 
ARE OVER 
100... 


They're Not Too Old for 
Guardian's NC-23 
Hospitalization Plan! 


One month after we passed our 100th Birthday, we issued 
our new NC-23 Senior Hospital and Surgical Expense 
Policy to three women* older than The Guardian! That’s 
dramatic proof of our “no age limit” policy on this pace- 


setting plan. 


NC-23 is the plan your over-60 clients need. It is the 
only Senior Hospitalization Plan with all these features: 


*% Non-Cancellable 


% Guaranteed Renewable for Life 


% Guaranteed Premium 


It’s the policy with many exclusives, few exclusions. Choice 


of three benefit plans. 


For more information, call or write your Guardian 
Manager for a copy of PUBLICATION 482. 


* Names on request 


The GUARDIAN Life Insurance Company 
OF AMERICA 


Park Avenue South at 17th Street, New York 3, 


New York 
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G. Price Thomson Dead 





G. PRICE THOMSON 


G. Price Thomson, FSA, general man- 
ager and a director of Excelsior Life, 
died suddenly at his home in Toronto 
last week. 

Born in Owen Sound, Ontario, in 1904, 
Mr. Thomson received his high school 
education at Owen Sound Collegiate In- 
stitute and went on to Queen’s Univer- 
sity, Kingston, where he was an honor 
graduate when he obtained his Bachelor 
of Arts degree. 

Mr. Thomson joined the staff of Excel- 
sior Life in 1926 as a clerk. In 1937 he 
was appointed assistant actuary, becom- 
ing joint actuary in 1939, assistant gen- 
eral manager in 1944, and general man- 
ager in 1953. In October of this year 
he was elected to the board of directors. 

Recently he has been a Canadian Life 
Officers representative on the joint com- 
mittee on agency matters. He had served 
on other committees of the Life Officers 
Association and on the quality business 
committee of the Life Insurance Agency 
Management Association. 





General American Names 


Goldberg in Pittsburgh 


Arthur Goldberg has been named a 
general agent in Pittsburgh for General 
American Life. He becomes the third 
to establish his own sales organization 
there under a multiple agency system 
operated by General American Life in 
large metropolitan areas. 

The new General American Life gen- 
eral agent received his degree in educa- 
tion from Duquesne University and took 
advanced work in law school. He en- 
tered the life insurance business in 1956 
and has had experience both as an agent 
and as a branch supervisor. He is a 
graduate of LUTC and has taught LUTC 
classes. 

Mr. Goldberg was a squadron com- 
mander during his two years of service 
with the Air Force. He is active in B’nai 
B’rith and the Young ‘Men’s and Young 
Women’s Hebrew Associations. 





Boston Actuaries Club 


Boston—A_ discussion of the influence 
of the 1959 Federal Income Tax Law, 
upon new premium rates, reserves, and 
cash values will be featured at the 
meeting of the Actuaries Club of Boston 
being held today, December 2, at the 
Harvard Club of Boston. Robert E. 
Slater, John Hancock, is chairman for 
this meeting. 

Other discussion topics deal with ac- 
cidental death benefit, new money rates, 
pension plans, and the new actuarial ex- 
amination program. 

Bertram N. Pike, John Hancock, is 
first vice chairman, Charles A. Yardley, 
New England Life, second vice chair- 
man, and Robert H. Hoskins, John Han- 
cock, secretary-treasurer. 
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Metropolitan’s 4 New Vice Presidents 


James S. Burke and John T. Hoyt 
have been appointed second vice presi- 


—Eugene J. Gallagher to be third vice 
president, personnel. Canadian head of- 





JOHN T. HOYT JAMES S. BURKE 





Decemt 





answering service. 


FR 8-6580 





ATTENTION NASSAU BROKERS 
We serve as your office and provide complete servicing facilities. We place your 
policies—bill and collect premiums—service claims—provide 
You retain complete identity with your insureds. No minimum re- 
quirements. Desk space and conference rooms available. 


PHILMORE M. SCHIFF 
18 East Sunrise Highway, Freeport, New York 


secretarial and 24-hour 


FR 8-3886 








the claims division. A native of Pater- 
son, N. J., he was educated at St. Peter’s 
Preparatory School in Jersey City and 
at Fordham University, where he re- 
ceived his LL.B. degree in 1928 and later 
was admitted to the New York Bar. He 
has been associated with the Metropoli- 
tan since 1921 and has been an officer of 
the company since 1948. 

Mr. Hoyt, a native of Iowa, has been 
associated with the Metropolitan since 
1933 and has been an officer of the com- 
pany since 1952. He received his educa- 
tion at Iowa State University, where he 
received his engineering degree, and had 
a year of graduate study in actuarial 
mathematics at University of Iowa. He 
is a Fellow of the Society of Actuaries, 
and has served with an industrial insur- 
ance committee of the Life Office Man- 
agement Association. He has been third 


vice president in personal insurance 
since 1956. 


Mr. Berry has been second vice presi- 
dent in the Canadian head office since 
January 1, 1960. He had been third vice 
president in charge of administration 
since 1954, and has been an officer of 
the company since 1948. A native of 
England, he was educated in Ottawa and 
joined the Metropolitan in 1924. Among 
his other industry activities, Mr. Berry 


is an associate of Life Office. Manage. f 


ment Association. 

Mr. Gallagher has been associated with 
Metropolitan since 1924 and has been 
an officer of the company since 1958 
A native of New York City, he was ed- 
ucated at Columbia University. He has 
been assistant vice president in personnel 
since July 1 of this year. Among his 
professional activities, Mr. Gallagher has 
served as a member of the clerical sal- 
ary committee of the Commerce and In. 
dustry Association of New York, and 
of the wage and salary administration 
group of the New York Personnel Man- 
agement Association. 


dents by Metropolitan Life and George 
R. Berry has been advanced to second 
vice president and assistant general man- 


fice—Nelson Kidd to be assistant vice 
president; J. William MacKinnon to be 
assistant general counsel; Emerson C. 





GEORGE R. BERRY EUGENE J. GALLAGHER 
R. Purchase, M.D., to be assistant med- 
ical director; and Cecil G. White to be 
assistant vice president. 

Mr. Burke has been third vice presi- 
dent in personal insurance since 1953, 


ager of the company’s Canadian opera- 
tions, it has been announced by Fred- 
eric W. Ecker, Metropolitan’s board 
chairman. 

Other December 1 appointments an- 
nounced by Mr. Ecker are: Home office 


and last month was placed in charge of 





Everyone’s Talking About It... 


EMPIRE’S Guaranteed Renewable 


For Life 
Hospital-Surgical Expense Policy 
PLAN —1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 


20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 


A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
MORGAN O. DOOLITTLE, 
President 








DOUGLAS 5S. FELT, 
Agency Vice Pres. 
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/ Manufact Lif 
for Annuiti 
Manufacturers’ reputation as a specialist in this field 
is built on— 
@ High returns to the client 
@ Wide variety and flexibility of plans 
@ “Know-How” based on many years of leadership in the 
annuity business 
@ Liberal commissions to you. 
For further information contact your nearest Manufacturers Life Branch Office 
BRANCHES IN THE FOLLOWING CITIES: Baltimore @ Boise e@ Boston e@ Chicago 
Cincinnati @ Cleveland e Columbus e Denver @ Detroit e@ Flint © Hartford 
Honolulu @ Indianapolis e Lansing @ Los Angeles @ Miami @ Minneapolis e Newark 
Oklahoma City @ Philadelphia @ Phoenix e Pittsburgh e Portland e Richmond 
Saginaw @ SanDiego e Sanfrancisco @ Seattle e Spokane e Washington, D.C 
THE 
INSURANCE LIFE COMPANY 
e HEAD OFFICE (Established 1887) TORONTO, CANADA 57-60 
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| HEARD On The WAY 





Robert Moses, president of the New 
York ‘World’s Fair 1964-65 Corporation, 
recently made public a list of companies 
which have made application for exhibit 
space at the Fair. They include the In- 
stitute of Life Insurance which re- 
quested 28,000 square feet, and The Trav- 
elers Insurance Co. which asked for 50,- 
(00 square feet. 





Philip J. Goldberg, chairman, The 
Instiute for Financial Planning, has been 
named associate editor of “Taxes for 
Fund-raisers,” published by the J. K. 
Lasser Tax Institute, it is announced 
by Sydney Prerau, editor. Mr. Goldberg’s 
function as associate editor will be to 
relate developments in the charitable 
endowment field to the needs of key 
executives and laymen of charitable insti- 
tutions interested in endowment planning. 
Author of the recently published “Estate 
Planning, A Guide to Insurance Savings 
and Investment,” Mr. Goldberg is a mem- 
ber of the faculty of Purdue University 
Life Insurance Marketing Institute; vice 
president of Association of Advanced 
Life Underwriters; associate member of 


the N. Y. Real Estate Board; and a 
member of the boards of the Anti- 
Defamation League and the Jewish 


Theological Seminary. 





There seems to have been little recogni- 
tion on the part which Abraham Lincoln 
played in nationalizing Thanksgiving 
Day, yet in the year 1863 he captured 
the New England spirit of “fruitful fields 
and healthful skies” and incorporated it 
ina proclamation which designated the 
first annual national Thanksgiving Day. 
On October 3, 1863 Mr. Lincoln issued 
a Presidential proclamation setting aside 
the last Thursday of November as a day 
of thanksgiving, according to Dr. R. 
Gerald McMurtry, director of The Lin- 
con National Life Foundation, Fort 
Wayne. This day was designated because 
it is the last feast day prior to the 
observance of Advent by the Churches 
of America. Mr. Lincoln repeated his act 
in 1864 and every year since then, the 
President of the United States has issued 
a proclamation establishing a Thanks- 
giving Day in November. 

According to Dr. McMurtry, prior to 
1863, only two Presidential proclamations 
ior Thanksgiving observance had been 
isued—one by George Washington in 
a and other by James Madison in 


Uncle Francis 





Connecticut General Life’s 
Contributions to Colleges 


Connecticut General Life this year has 
contributed a total of $41,790 to 109 col- 
leges and universities throughout the 
tomtry under its two-part program of 
aid to higher education. 

The program is designed to give an- 
tual assis'ance on an unrestricted basis 
{0 privately supported, four-year colleges 
and universities under a plan of both di- 
tect and matching grants 

The first part of the program is a 
lirect grant to the college whose grad- 
lates have heen employed by Connecti- 
cut General for ten years or more. It is 
tased on the premise that in four years 
‘ college spends about $4,000 beyond 
what it receives in tuition and fees to 
omne each student. A direct grant of 
for each eligible graduate seeks 

‘0 replace the income the college would 
receive from endowment if. $4,000 were 
wailable for investment at four per cent. 
In the second part of the program 
Connectic ut General matches individual 
ilts made to any privately supported 
‘Ivear college or university by em- 
‘loves who have been with the company 
‘or at least one year, 








Cost-Plus, Stop Loss Group 
Plan Viewpoints Given 


Principal subject discussed at life com- 
mittee session Wednesday morning of 
this week by National Association of 
Insurance Commissioners life commit- 
tee was the controversial Cost-Plus, Stop 
Loss Group insurance plan. B. M. An- 
derson, Travelers, Paul Brown, Bankers 
Life Co. Clarence Peterson, Union 
Central, Connecticut General, George 
Lighte, Donald MacNaughton, The Pru- 
dential, Milton Ellis, Metropolitan Life, 
L. M. Cathles, Aetna, favored the ap- 
pointment of a subcommittee of the life 
committee to study the subject. 

Expressing themselves as in favor of 
the Cost-Plus, Stop Loss plan were 
Henry F. Rood, Lincoln National Life, 
and Allen C. Steere, Lincoln National 
Life. That company regards the plan 
a sound one if properly handled and 
thought it will provide policyholders 
with adequate protection at a reason- 
able cost to policyholders and at the 
same time will discourage self insur- 
ance. In the discussion, the question of 
policy reserves, whether they will be 
large enough under this plan, and other 
factors were viewed from different view- 
points. The Commissioners life com- 











CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 





ClIrcle 5-2300 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 





O'TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1%65 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











mittee did not take any definite action 
for or against the coverage. 

Explaining the point of view of Se- 
curities Exchange Commission relative 
to Variable Annuities and the overall 
financial picture of life companies, both 
mutual and stock, was Harold C. Lohren, 
special counsel of SEC. 





General Agent in Iowa 


Kansas City Life has appointed Robert 
W. Verhille as general agent for 41 





counties in Eastern Iowa with offices at 
lowa City, it is announced by W. E. 
Bixby, president. 


Mr. Verhille is taking over the 
agency of which his father, the late 
Walter V. Verhille was general agent 
from January 1, 1949, until his death 
October 8 of this year. 

The new general agent has been 


associated with Kansas City Life since 
September 6, 1955, when he worked in 
the home office part time while attend- 
ing University of Kansas City unt l 
March 30, 1956. 
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CHAS, E. BECKER, PRESIDENT 





INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. 
devoted exclusively to the underwriting of 


Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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BURGEONING CREDIT LIFE 
INSURANCE 

More than half a dollars 

paid by the nation’s life insurance com- 

the satisfy 


claims on 


billion was 


five 
the 


panies in past years to 


lenders’ estates of credit 


life insurance policyholders who have 
died, the Institute of Life Insurance re- 
ports. This year alone, such payments 


are expected to exceed $125,000,000, rep- 
resenting for the most part amounts still 


due on installment purchases or on per- 


sonal loans 

“While protecting the family of a bor- 
rower from a burdensome debt in the 
event of his death, the credit life benefit 
has the dual purpose of assuring auto- 
matic payment to the lender,” said the 
Institute. 

At the start of this year, there was 
$26,700,000,000 in credit and loan value 


insured under 39,400,000 credit life pol- 
icies and Group certificates in the U. S. 
This is about two and one-half times 
than the amount in 
the 


earlier. It is 


more force and 
outstanding 
five that 
the amount in force may pass the $30,- 
000,000,000 mark this 

“This $30,000,000,000 representing pay- 
ment guarantees is a major stabilizing 
factor in the nation’s $50,000,000,000 con- 
the Institute said. 
of financial pro- 


nearly double number 


years estimated 


year. 


sumer debt structure,” 
“It affords a measure 
tection to millions of American families 
who budget their payments for countless 
services. Practically all of 
life 
been a development of the years since 


the end of World War II. 


has been spurred on by increasing de- 


goods and 


this credit insurance in force has 


This growth 


mands on the part of both lenders and 


borrowers.” 


To bring about uniformity and ade- 
protection in the burgeoning 
life market, the Insti- 
tute reports that the life insurance busi- 
ness has been working closely with the 
National Association of Insurance Com- 


missioners to have all states legislate a 


quate 


credit insurance 


specially designed and detailed model 
law enabling state insurance depart- 
ments to carefully regulate credit life 


and credit accident and sickness insur- 


ance issued in connection with loans and 
installment financing. 

To date, 18 states have enacted laws 
patterned substantially after the recom- 
mended credit insurance regulating bill. 
Four other states, including New York, 
have 
NAIC version, 
credit insurance regulations. 


laws, although differing from the 


providing for adequate 


Major points of the National Associa- 


tion of Insurance Commissioners _ bill 
include : 
Prevents oversale of insurance cover- 


age—by restricting the maximum amount 
of credit insurance to the amount of the 
outstanding indebtedness 
the 
the 

Prohibits pyramiding of coverage—by 


and limiting 


term of the coverage to the term of 


indebtedness; 


requiring cancellation of current credit 
insurance the 
debtedness; 

Requires 
mandating that the debtor be 


upon refinancing of in- 
to the debtor—by 
given a 
copy of the policy or certificate showing 


disclosure 


the coverage provided and the charge to 
the 

Prohibits coercion—by 
debtor to use 


debtor therefor; 
the 


or to 


permitting 
existing insurance 
obtain insurance through any authorized 
carrier where insurance is required as 
additional security; 

Prohibits overcharging — by authoriz- 
ing the Insurance Commissioner to curb 
excessive premium 

These provisions 
common 
assures a healthy 


geoning branch of the insurance 


rates. 

correct what have 
abuses in this field and 
situation in this bur- 


been 


indus- 


try. 





James J. Wilson, vice president for 
sales of Hooper-Holmes Bureau, Inc. in 
the New York area, was given a lunch- 
eon November 23 at the Drug & Chem- 
ical Club, N. Y., on the occasion of his 
35th anniversary with the Bureau. Ed- 
ward King, Hooper-Holmes chairman of 
the board, joined with ‘Mr. Wilson’s 
office associates and sales personnel in 
extending felicitations. Mr. Wilson is 
well known in the New York fraternity. 

“a a 


Robert P. Brady, vice president and 
actuary of Republic National Life, has 
been installed as president of the Early- 
birds Toastmaster Club of Dallas. 





SHERWIN C. 


BADGER 


Sherwin C. Badger, financial vice pres- 
ident and director of the New England 
Mutual Life, has been elected chairman 


of the board of trustees of the New 
England Conservatory of Music. His 
election was announced at the annual 
meeting of the trustees recently in 
3oston. 

x * x 


Ewan Clague, Commissioner of Labor 
Statistics of the U. S. Department of 
Labor, has been elected a director of 
Baltimore Life. Graduate of University 
of Washington with a doctorate from Uni- 
versity of Wisconsin, Dr. Clague early 
in his career worked for Metropolitan 
Life in the office of William Berridge, 
economist, as a research assistant. Spe- 
cializing in labor economics, he was for- 
merly professor and director of research 
in University of Pennsylvania. He has 
served in several government capacities. 


* Xk * 


Thomas G. Lummus, Jr. has joined 
Fireman’s Fund as superintendent of its 
individual and group disability division 
for the Southern department. He will 
be headquartered at Atlanta. Mr. Lum- 
mus is a native of Georgia and attended 
the University of Georgia. He was for- 
merly accident and health division man- 
ager in the South for another company. 


* . .«& 


Joseph J. Melly, CLU, director of brok- 


erage sales for Mutual Of New York 
has been receiving congratulations on 


a arrival of a new daughter, Marjorie 

Catherine, born on Election Day. This 
is the sixth child in the Melly family— 
three sons and three daughters. 


* * * 


Harry W. Morrow, an American Cas- 
ualty Co. agent who has represented the 
company for 30 years in Berks County, 
Pa., was presented with a plaque in 
“orateful recognition of loyal service” 
during a luncheon held in the Wyomis- 
sing Club, Reading. The plaque was pre- 
sented by William P. Wiest Jr., resident 
vice president and manager of ACCO’s 
central Pennsylvania Department. 


* * * 


F. Hobert Haviland, retired vice presi- 
dent of Connecticut General Life, now 
residing in West Hartford, has been 
named to head the State fund drive for 
the Connecticut Institute for the Blind. 
Mr. Haviland has been state chairman 
for this drive since 1953. 


CLIFFORD B. REEVES 

Clifford B. Reeves, vice president o/ 
Mutual Life of New York, has _ been 
named chairman of the Life Insurance 
Division of the New York Arthritis and 
Rheumatism Foundation. His appoint- 
ment was announced recently by Edward 
Allen Pierce of Merrill Lynch, Pierce, 
Fenner and Smith, Inc., president of the 
Arthritis Foundation. 

Mr. Reeves heads the Foundation’s 
1960-61 drive to raise funds in the life 
insurance field, toward an over-all metro- 
politan area goal of $1,000,000, for the 
attack on arthritis, which is the most 
crippling disease in America. 


an oe 


H. P. Skoglund, president of North 
American Life and Casualty Co., Min- 
neapolis, has been named to the board 
of directors of Gold Bond Stamp Co 

Mr. Skoglund currently is a member 
of a number of boards of directors and 
serves in a directive capacity to several 
civic organizations. 

x ok x 

William W. Watterston of Nutley, 
N. J., secretary of the Loyalty Grow 
insurance companies of America Fore 
Loyalty Group, marked his 25th year 
with the group on November 22, at 2 
testimonial luncheon in Newark. Mr 
Watterston was born and educated m 
Passaic, N. J., and began his business 
career in 1917, After serving for 18 years 
architectura 


With various construction, 
and public utility companies in Nei 
Jersey, he joined the Loyalty companies 


in 1935 at the home office. St: arting I 
the real estate and mortgage department 
Mr. Watterston served in various super 
visory positions there and in the fidelity 
and surety department until 1956, wher 
he was appointed a secretary of the 
group and transferred to San Francise 
He returned to the home office to assume 
his present duties in the real estate an 
mortgage department the following yea' 


* * x 
Ervin J. Dickey, Jr., was elected exec 


utive vice president of the Agricultural a 
the quarterly meeting of directors. Mr 


Dickey, is a vice president of tht 
Anchor Casualty and the America! 
a age of St. Paul, Minn., and Siow 
Falls, S. D. 

 * € 


Leffert Holz, former New York Super 
intendent of Insurance, has been electe! 
chairman of the Lawyers Mortgage al 
Title Co. of New York. Mr. Holz is 
authority on real estate law, finance at 
taxation. 
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the 1418 reading numerical data printed 
with ordinary ink on retail sales checks,, 
insurance premium notices, and public® | Audubon Lecturer 


Dates of Bristol Foster’s Audubon 
Screen Tour 


Bristol Foster, of R. Leighton 
Foster, Q. C., managing director of 
Canadian Life Insurance Officers Asso- 
ciation, this month begins a screen tour 
with all-color motion pictures under the 
auspices of the National Audubon Soci- 
ety. The title of his film is “Roving 
Three Continents” (Africa, Asia and 
Australia,) and features many interesting 
and unusual forms of animal life photo- 
graphed by him on his 55,000 mile trip. 
His itinerary followed a route through 
Ghana, the Cameroons, Belgian Congo 
and East Africa; Nepal, Burma, Sikkim 
and Thailand; forests in Malaya and a 
small island in the South China Sea. 

Mr. Foster’s New York engagement 
is at the New York Center Auditorium, 
227 West 46th Street, on January 11 and 
the following day he will be at the 
Celanese Corporation of America in 
Summit, N, J. Other dates and places 
where Mr. Foster will show his pictures 
follow: 

December. (19) Central Michigan Uni- 
versity, Mt. Pleasant, Mich.; (28 and 29) 
Eaton Auditorium, Toronto; (30) Buf- 
falo Museum of Science, Buffalo, N. Y. 

January. (2) Queen Elizabeth Audi- 
torium, Halifax, TN. S.; (3) Marquette 
Hall, Quebec; (4) Frye Hall, Portland, 
Me.; (5) University Regent Theatre, 
Syracuse, N. Y.; (6) Julian Curtiss 
School, Greenwich, Conn.; (7) New Eng- 
land Mutual Hall, Boston; and Edwards 


son 


Auditorium, Kingston, R. Lk: @y R: 
School of Design, Providence, R. I.; 
and 10) The Queen Elizabeth Hall, 


Hamilton, Bermuda; (13) Women’s Club 
Assembly, Minneapolis; (15) Municipal 
Aud. Assembly Room, Topeka, Kansas. 


* * * 


International Claim Ass’n 


International Claim Association has 
tow grown until it has 231 members. 
Its speakers are among the most inform- 
ative in the insurance field, with accent 
on those from the medical or legal 
professions. 

President of the Association is Her- 
man H, Bijesse, assistant vice president 
and head of claim division, Guardian 
Life. Stanley L. Peterson, Aetna Life, 
is vice-president; Howard J. LeClair, 
Mutual of? Omaha, is secretary, and John 
Alexander, “Bankers National Life is 
treasurer. Head of public relations com- 
mittee is Raymond C. Williams, director 
Ot accident and_= sickness insurance, 
Mutual Of New York. 

Next annual meeting will be in Green- 
brier Hotel, White Sulphur Springs, W. 
a., September 17-21. Some of the 
speakers who have addressed meetings 
of the Association from 1952 to 1959 and 
their topics follow: 























“Integrity and Understanding” by Dr. 
Elmer Hess, immediate past president, 
American Medical Association. 

“Less Psychiatric Disability” by Dr. 
Baldwin L. Keyes, professor of psychi- 
atry. Jefferson Medical School, Phila- 
delphia. 

“The Informed Citizen,” by Joseph N. 
Welch, attorney, Hale & Dorr, Boston, 
Mass. 

“No Claims on the Medical Profes- 
sion,” by Dr. Louis M. Orr, president- 
elect, American Medical Association. 

“The Effect of Nuclear Energy Haz- 
ards Upon Life and Accident and Health 
Claims,” by James B. Donovan, attorney, 
Watters & Donovan, New York, N. Y. 

“Cardiovascular Diseases which War- 
rant Compensation and Must They be 
Permanent?” by William D. Stroyd. 
Graduate School of Medicine of Univer- 
sity of ‘Pennsylvania. 

“America’s No. 1 Problem” by Dr. 
Howard A. Rusk, chairman, Department 
of Physical Medicine and ‘Rehabilitation, 
New York University College of Medi- 
cine. 

“The Doctor and Voluntary Health 
Insurance” by Tol Terrell, administrator, 
Shannon West Texas Memorial Hospital, 
and past president, American Hospital 
Association. 

The Association has started publication 
of a news letter which will appear four 
times a year and contain matters of 


general interest to members of ICA 
Editor of the news letter is Ray 
Williams. 


Among chairmen of ICA committees 
are Group insurance, Edmund W. Sours, 
Aetna; law, Robert A. Edwards, Mon- 
arch; individual health insurance. Doug- 
las N. Morrison, Aetna; life insurance, 
Fred R. Bibney, Prudential; law adjust- 
ers, Kenneth C. Berry, Lumbermens 
Casualty; service claims liaison, Richard 
Crampton, Connecticut General; public 
relations, Ray ‘C. Williams. Other chair- 
men are Lawrence |B. Gilman, John 
Hancock; Robert G. Hill, Security Mu- 
tual; Joseph A. Walsh, Metropolitan; 
and Philip C. C. Davidson, III, Life & 
Casualty, and William McBurney, ‘Pru- 
dential. 


* * * 


Insurance Men Visit Endicott, N. Y., 
To See New IBM Machine 


More than 200 business men, including 
representatives of insurance companies, 
visited Endicott, N. Y., this week to see 
demonstrated a new optical reading ma- 
chine of International Business Machines 
Corp. ‘The demonstration was at IBM’s 
educational center. 

The new system links the corporation’s 
new 4418 optical character readér with 
solid-state.JBM computer to Automate 
major paperwork jobs in the insurance, 
retail and public utility industries.,, Pres- 
ent also at the demonstration were’ 30 
representatives of state, county and city 
government. 

The program at Endicott also featured 


utility customer bills into the magnetic 
core memory of the 1401. While the 1418 
is reading at rates up to 480 numbers a 
second, the 1401 will simultaneously proc- 
ess the information and produce updated 
results in the form of magnetic tapes 
and printed reports. 


“This machine offers business an ex- 
citing new means for achieving great 
economies in the time and cost of paper 
workloads,” Y. -P. Dawkins, director of 
marketing for IBM’s Data Processing 
Division, said. “A wide variety of paper 
and card forms can now be processed 
directly by a computer without inter- 
mediate conversion to punched cards or 
magnetic tape.” 

While in Endicott, groups of the vis- 
itors also attended seminars on develop- 
ments and trends in computer services, 
equipment, and techniques. 


* * * 


New York World’s Fair 


Two of the insurance organizations 
which will have exhibits at the New 
York World’s Fair are Travelers Insur- 
ance Companies and Institute of Life 
Insurance. General belief in business 
world is that the appointment of Robert 
Moses by ‘Mayor Wagner to be chief 
officer of the Fair is an ideal one. While 
the Fair will not be ready until 1964, 
indications are that it will be an inter- 
national success. 


* * * 


McCormick Piace, Chicago, Opens 


McCormick Place, Chicago’s new Lake 
Front Exposition and Convention Cen- 
ter, located at Lake Michigan and 
Twenty-Third Street, is now completed 
and open to the public. Named after the 
late Col. Robert McCormick of the 
Chicago Tribune, it will be the largest 
convention center in the world and also 
a tremendous trade mart. Already it is 
booked solid for two years by organiza- 
tions planning to hold conventions in 
Chicago. 

John J. O’Connell, director of sales for 
McCormick Place, says organizations 
which will have their conventions in the 
new center include Chicago National 
Boat Show, National Railway Appliance 
Association, National Association of 
Home Builders, Marine Products exhibit, 
National Automatic Merchandising Asso- 
ciation, National Retail’Lumber Dealers, 
Office Equipment Manufacturers, Amer- 
ican Medical Association, American Hos- 
pital Association, Chicago Electric In- 
dustry, International Trade Fair. 

In commenting on what conventions 
mean to such a city as Chicago, Harry 
G. Kipke. president of the Chicago Con- 
vention Bureau, said 

“The effect of ‘Chicago’s convention 
and trade show business are by no means 
confined to hotels and restaurants, but 
are beneficial to many phases of the 
economy.” 

He pointed out that the National Tool 
Exposition at International Amphitheatre 
and Production Engineering show. at 
Navy pier, held simultaneously in Sep- 
tember, brought in more than $9 million 
in labor and services. 

These great twin shows could have 
used twice the space they had, he con- 
tinued. “With the additional area of 
McCormick Place they will be given full 
opportunity to expand at their next ex- 
positions.” 

Out-of-town visitors, totalling more 
than a million persons, to 1,000 conven- 
tions and trade shows in 1960, were 
responsible for the expenditure of $184,- 
500,000, Mr. Kipke reported. Some three 
million local participants in the meetings 
spent an additional 20 million dollars. 

“This was augmented by another 50 
million dollars expended by companies, 
exhibitors, associations, and other ours 
for labor and services. A survey by the 
Chicago Convention Bureau shows that 
the average four day visit of an out-of- 
town convention goet nets $160. The 
major portion of the convention dollar 
is divided principally among hotels, res- 
taurants, retail stores, night clubs and 








Bristol Foster with Giant Lobelia 





sports events, beverages, local transpor- 
tation, theaters, automobile services and 
sight-seeing, in that order,” he said. 

The Chicago Association of Commerce 
and Industry estimates that Chicago now 
has close to 140,000 hotel and motel 
rooms, and can accommodate nearly a 
quarter of a million guests at a time. 
Many new rooms have been added in the 
last seven years, with plush motels 
springing up along the city’s famous 
lake front. 


* * * 


Tips for Phone Salesmen 
Editor and Publisher is running a 
series of articles giving tips to salesmen 
who sell mostly over the telephone. In 
its November 26 issue the article is writ- 
ten by Mildred Flynn, classfied ’phone 
room supervisor of New York Times 
She has been with classified ad depart- 
ment of that paper for 37 years; and now 
directs a 55-position board-room with a 
staff of 80 ad takers and solicitors. Her 
recommendations on use of the phone by 
salesmen: 
Express confidence. Unless you show 
confidence and enthusiasm in your own 


proposition, you cannot expect your 
prospect to do so. 
Don’t oversell. Rash promises and 


claims will kill a sale faster than under- 
enthusiasm, and create disbelief. 

Don’t int errupt. You antagonize your 
prospect by cutting in on him. 

Pause occasionally. Give your prospect 
a chance to say something. 

Be enthusiastic about your prospect’s 
proposition. Ask questions about it. 

Keep cool. Hold your temper no 
matter what the prospect says. If ne- 
cessary, excuse yourself politely and call 
him back at another time. 

Don’t ‘be “palsy-walsy.” If you wish to 
keep the respect of the prospect, be 
businesslike at all times. 

Know your product. You can’t: sell it 
unless you know it—circulation, audi- 
ence, rates, etc. . 


* * * 


Mayo Insurance Clinic 

An insurance sypmosium was held at 
Mayo Clinic on November 14. Among 
those in attendance were representatives 
of ‘Health Insurance Council, American 
Medical and Minnesota ‘Medical associa- 
tions. Following a tour of the clinic and 
panel discussions the entire group had a 
general meeting. Among items discussed 
were health care for the aged, White 
House Conference on the Aging, prob- 
lems and responsibilities of doctors, hos- 
p‘tals and the insurance industry. 

All agreed that the meeting succeeded 
in establishing a closer relationship be- 
tween those furnishing medical services 
and those involved in providing insurance 
on a voluntary basis for medical care. 
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Full Facts on Rates 
Needed by the Public 


BATEMAN TALKS TO THE NAIC 


1.1.1. Manager Tells Commissioners They 
and Companies Should Educate 
Public on Rate Changes 


The most effective way to educate the 
public about for changes in 
insurance rates is for both State Insur- 


ance Commissioners and the companies 


reasons 


—through the Insurance Information 
Institute—to communicate information to 
the frankly and without 
J. Carroll 


Bateman, general manager of Triple “I,” 


public “fully, 
censorship or restriction,” 
stated at a meeting of the committee on 
rates and rating organizations of the 





J. CARROLL 


BATEMAN 


National Association of Insurance Com- 
missioners during the midyear meeting 
of NAIC in New York City this week. 

Mr. Bateman offered the following in 
addressing this group of Commissioners: 

“(1) Full and frank dissemination of 
facts about rates and rate changes is 
essential to the creation of public under- 
standing and acceptance of upward ra‘e 
adjustments 

“(2) :Thie Insurance Commissioners 
and the companies share equally in the 
responsidility for educating the public, 
and they have equal responsibility for 
speaking out, as the occasion may re- 
quire 

“(3) The 
formed mos 
our efforts 


task before us will be per- 

effectively if we coordinate 
in a manner that is mutually 
satisfactory, and that meets the desires 
and needs of the regulatory authorities, 
the insurance industry, and the public. 


Asks Understanding by NAIC 


“The founding of the Insurance In- 
formation Institute by 324 insurance 
companies in itself is evidence of the 
determination of our business to assure 


that the public is effectively informed 
about all aspects of property and casu- 
alty insurance. In pursuit of this ob- 
jective, we solicit your help and under- 
standing 

“Broadly speaking,” Mr. Bateman said, 
‘it is our function to create more ef- 
fective public understanding of the 
principles that govern the providing of 
insurance protection of all kinds except 
life, accident and health. This objective 
obviously encompasses the problem of 


improving public understanding about 
rates and rate levels. In this effort, we 
have an obvious mutuality of interest 
with the state insurance commissioners 
who have the responsibility for approv- 
















ing changes in rate levels and the con- 
sequent problem of justifying these 
changes to the citizens of their respec- 
tive states. 

“Among our constituent organizations 
we number the National Bureau of 
Casualty Underwriters, National Auto- 
mobile Underwriters Association, Inland 
Marine Insurance Bureau and Surety 
Association of America—all of which are 
authorized rating organizations. Thus, 
we are expected to handle for them the 
dissemination of information to the 
public about the rate filing they make 
in the various states. Furthermore, our 


facilities are available to the various 

state and regional fire rating organiza- 

tions for the same purpose. 

Have Right to Speak on 
Rates 


“The question has been raised as to 
whether information about rate filings 
and rate changes should be released by 
the Insurance Commissioner concerned, 
Certainly, each Commissioner has the 
unquestioned right to speak out to his 
public at any time and on any matter 
within the scope of his responsibility, 
At the same time, I think you will agree, 
a corporation or an entire business also 


Companies 
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enjoys an inalienable constitutional right 
to speak out to its publics, and to explain 
its policies and actions. 


“Other regulated industries—the rail- 
roads, the electric power companies, and 
particularly the telephone company—are 
not restrained or censored in their ef- 
forts at public communication. Indeed, 
the public information efforts of the Bell 
Telephone System are noteworthy the 
country over for their effectiveness in 
creating widespread public understanding 
and acceptance of telephone rates that 
have been forced steadily upward by the 
pressures of inflationary forces.” 


REGULATION OF ADVERTISING 


NAIC Committee on This Subject to be 
Continued and Enlarged to Include 
Fire-Casualty Ins. 

Walter D. Davis, Mississippi Com- 
missioner, reporting as chairman of the 
subcommittee on regulation of advertis- 
ing at NAIC’s midyear meeting in New 
York this week, said it was the con- 
sensus of his members in executive ses- 
sion that the committee should be con- 
tinued and enlarged to include the ad- 
vertising of fire and casualty companies. 


Nominating Committee 


Idea Dropped by NAIC 


It was recommended by an NAIC sub- 
committee in session November 28 at 
The Commodore, N. Y. (and subsequently 
adopted) that the proposed study of the 
advisability of a nominating committee 
for nominating candidates for NAIC 
offices be withdrawn and the subcom- 
mittee abolished. This was moved by 
New Jersey Commissioner Charles 
Howell, seconded by Louis Mastos, and 
unanimously carried. 








\> 








0 open more doors... close more sales for you! 


Another step forward by The HOME...a Boiler and Machinery Insurance Department to 
help you close on more accounts—and help you open new doors! Right from the start, this new 
lepartment is equipped to write every form of boiler and machinery insurance, including endorse- 
ments on consequential damage, outage, and use and occupancy as well. 


Naffed by experts with many years of background in boiler and machinery insurance underwrit- 


g, sales and administration, the department will work closely with producers in risk analysis 
uid development of protective programs to fit the insured’syheeds. The department’s activities 
vill be concentrated in the eastern United States at first, but the area served will be expanded 


is rapidly as possible. 


ince, in so many cases, boiler and machinery is a vital line, addition of this coverage is bound 
0 help HOMEtown agents, both as a compelling door-opener and in total account selling as 






The HOME! 


7“ HOME 


yell. So when you think of boiler and machinery insurance, it makes good sense to think of 


Prasunrance Company 


Property Protection since 1853 


he Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 




















Hanover-Mass. Bonding 


Negotiations are Resumed 
James L. Dorris, - president of The 
Hanover Insurance Co., and A. Lawrence 
Peirson, Jr., president of Massachusetts 
Bonding & Insurance Co., announced 
this week that negotiations have been 
resumed, directed toward a merger of 
Massachusetts Bonding and The Han- 
over, 

Terms of merger are being prepared 
for submission to the respective boards 
of directors, stockholders and regulatory 
bodies as early as practical in 1961, it 
was stated. 





MAGRATH NBFU SPOKESMAN 


Urges NAIC Blanks Committee not to 
Make New Schedule F Requirement 
Mandatory This Year 
Joseph J. Magrath, secretary, Federal 
Insurance Co., was spokesman for Na- 
tional Board of Fire Underwriters in 
appearing before the NAIC Committee 
on Blanks Tuesday afternoon at the 
Commodore, N. Y. Harold Bittel, Deputy 
Commissioner and actuary, New Jersey 
Department, presided at this session for 
New Jersey Insurance Commissioner 
Charles Howell, the committee’s chair- 

man. 

Mr. Magrath recommended that the 
new requirement for fire-marine-casu- 
alty-surety companies having to do with 
Schedule F, adopted by NAIC last June, 
which stipulated that all reinsurance 
carriers should be identified (including a 
division as to separate covers), should 
not be made mandatory for this year. 
He explained that this is largely” because 
the requirement had only been adopted 
in June and it has been impossible for 
companies to properly code their busi- 
ness. 

Mr. Magrath expressed the hope that 
between now and next April’s meeting of 
the Committee on Blanks, that “we can 
work up a better program which would 
be less costly for companies to maintain 
and which would provide State Insurance 
Departments with all the information 
they need.” 








Fund Extends Excess 
Writings to Eastern Dept. 


Fireman’s Fund Insurance Company 
announces the extension of its excess and 
special risks operation to its Eastern 
department. Since 1955 The Fund has 
actively developed this facility on the 
Pacific Coast to accommodate the grow- 
ing need among agents and brokers for 
a domestic market for excess liability 
and other risks previously provided for 
the most part of non-admitted insurers 
as surplus lines. 

Newly appointed to manage the eastern 
development of the program is Ross C. 
Cowan, a native New Yorker and grad- 
uate of Middlebury College in Vermont. 
Mr. Cowan will have headquarters in the 
New York office of The Fund, bringing 
to his assignment a diversified back- 
ground of underwriting and production 
experience in San Francisco, ‘Denver and 
New York. 

This appointment represents another 
step in the company’s expanding excess 
and special risks operation. In 1956 its 
Southern California department in Los 
Angeles began writing these lines of in- 
surance under the supervision of Robert 
M. Bagby who continues in that capacity. 
The nationwide excess and special risks 
department at the home office in San 
Francisco continues under direction of 
Garrett Redmond, who joined The Fund 
in March 1957 after 10 years associa- 
tion with the Lloyd’s market in London. 





JOSEPH L. BLANEY DIES 

Joseph L. Blaney, 71, an insurance 
executive and recipient of the Episcopal 
Bishop’s Award, died November 19 in 
Good Samaritan Hospital, Phoenix, Ariz. 
He founded the Joseph L. Blaney Co., 
general insurance agents with offices in 
Buffalo, N. Y., in 1928. Previously, he 
was associated with two other insurance 
firms there. 
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Calls Census Method for Analyzing 
Data for Rate Making Advantageous 


eS pan Rl actuary of the 
Insurance Company of North America, 
proposes a new approach to analysis of 
property and casualty imsurance statistics 
for rate making. He advocated use of 
the census method in a talk to the Casualty 
Actuarial Society in VU ‘ashington recently 
He said this method is used in life imsur- 
ance mortality studies and claims it would 
be more economical, also facilitate analysis 
of data with complex classification systems, 
detailed study of which is so essential in 
the present competitive market. Extracts 
from. Mr. Longley-Cook’s paper follow: 


One of the tenets of insurance rate 
making is that statistics should be de- 
veloped on the broadest possible base. 
With sunple classification systems and 
rating plans which were common to all 
companies, this ensured overall ade- 
quacy of the premiums chz arged and per- 
mitted companies to vie one with an- 
other to persuade agents to give them a 
larger share of the better business. 

New Form of Competition 

This form of competition is rapidly 
being replaced by competition at the 
customer level. Rating plans are devised 
by individual companies to attract good 
business by offering lower rates where 
they can be justified. The development 
of these new rating plans requires many 
skills, not the least being the determina- 
tion of the correct rate levels for new 
benefits and classification groups. 

The actuary has had to develop many 
new techniques and abandon some old 
tenets to solve these problems. The 
“broadest possible base” serves no pur- 
pose here except as a bench mark. The 
development of good rate indications 
from comparatively small bodies of data 
is a challenging problem. One facet of 
it is the rapid and convenient analysis 
of data with numerous classification 
breakdowns. 

Present Procedures 


The problem of analyzing rate mak- 
ing data must be viewed against the 
background of recent developments. We 
will consider private passenger automo- 
bile insurance written by a company 
which is a member or subscriber to the 
National Bureau of Casualty Under- 
writers. This business provides an ex- 
cellent example of the problem of num- 
erous classification breakdowns. There 
are classifications by state, territory 
within the state, type of automobile, use 
of automobile, age of automobile, age and 
sex of driver, type of coverage, liability 
limits and merit rating class. 

For many years such studies for auto- 
mobile and practically all other classes 
of casualty insurance were made by 
what is known as the policy year meth- 
od. For each classification all policies 
issued in a particular year, say 1950, were 
investigated from the date of issue of 
the policy to the subsequent policy an- 
niversary, the losses arising from acci- 
dents occurring in the policy year being 
compared with the number of cars ex- 
posed to risk of loss. 

Since for some policies in the 1950 
experience the period of investigation 
will begin on January 1, 1950, and end on 
January 1, 1951, while for some other 
policies it will begin as late as December 
31, 1950, and end on December 31, 1951, 
the 1950 experience cannot be developed 
until some time in 1952. 

Calendar-Accident Year Method 

In recent years it has been found that 
the length of time needed to develop loss 
data and the difficulty in interpreting 
trends, because a loss occurring in 1951 
may belong to either policy year 1950 
or 1951, were not acceptable and a differ- 
ent method known as the calendar- 
accident year method has been generally 
substituted. Under the calendar-accident 
year method the losses arising out of 
accidents occurring in any calendar year 
are compared with the “earned exposure” 
in the calendar year. If a policy insur- 


ing a single car is effected on August 
1, 1960, it will have five months exposure 
to accident, or 5/12 earned exposure in 
1960. 

Each company reports its writings and 
exposures quarterly to the National Bu- 
reau by classification and term. For 
every canceled policy each company must 
calculate the individual unearned expo- 


sure. 
The Census Method 


The census method uses the calendar- 
accident year approach but uses a simpli- 
fied procedure for developing the earned 
exposure for the calendar year. Instead 
of trying to calculate as accurately as 
possible the earned exposure over the 
calendar year 1960, we can take a census 
of the number of automobiles actually 
insured in the classification on July 1, 
1980. Under normal circumstances this 
will be as accurate a measure of the ex- 
posure as the more complicated method. 
However, if greater accuracy is re- 
quired, we can take the mean of the num- 
ber of automobiles insured on January 1, 
1960, and January 1961, or even use 
three tabulations of the automobiles in- 
sured—or censuses of the in-force as 
they are better described—one at Janu- 
ary 1, 1960, one at July 1, 1960, and one 
at January 1, 1961. 

For detailed classifications the greater 
accuracy obtained by using more than 
one census is a will-o-the-wisp because 
the loss data cannot be sufficiently cred- 
ible. Where total exposure in all classifi- 
cations is required more than one census 
may be used or a control maintained 
with accurately calculated earned pre- 
miums. With the census method term 
does not enter into the development of 
exposure; canceled policies are simply 
excluded and endorsements can be ig- 
nored 

For a company maintaining an in-force 
tape or punched card file the method 
should be considerably cheaper and the 
classification codes will be really ac- 
curate since all, or practically all, the 
classification coding needed for rate 
making will be included in the in-force 
file. Even for a company with more 
old-fashioned records there should still 
be appreciable savings. 

It may be remarked that the census 
method has been used for many years 
for the investigation of the mortality of 
insured lives and its accuracy has been 
fully tested in this field. 


Census Method Without In-Force File 


It is desirable to consider in a little 
further detail application of the census 
method when no detail in-force file is 
maintained. A company will maintain a 
file of detail statistical cards (or a cor- 
responding electronic tape). Terminated 

policies are not excluded from the file 
which is normally maintained by calen- 
dar quarter. When a policy is cancelled 
the original card is not removed but 
a cancelled card is added. It is from this 
file that summary cards are prepared 
for annual statement and other company 
records. 

Let us suppose we wish to make a de- 
tailed study by classifications to num- 
erous to show up on the summary cards. 
We will further assume that the study is 
a special one and data for the study have 
not been accumulated. With the pres- 
ent method of calculating earned expo- 
sure and with the census method, we 
must go to the detail cards and extract 
all those which were in force (or could 
have been in force if not cancelled) for 
the calendar year or years being investi- 
gated. Under the present method we 
must proceed to calculate earned expo- 
sures by the method already described. 

For the census method we need tabu- 
late only the number of cards issued 
prior to, an terminating after, the date 
of any census we require, treating can- 
celled cards as negative items. No term 
analysis or calendar quarter of issue 
is required. It is apparent that the 





census method will be very much less 
laborious. For an investigation which is 
made annually both methods are more 
simple, but the relative advantage of the 
census method is unchanged. 

One difficulty inherent in the present 
bureau statistical plan for automobile, 
which can easily be rectified, must be 
mentioned. At present we record the 
policy term (by code) and the number of 
car-months of exposure. Under the cen- 
sus method we do not need the number 
of car-months but the number of cars. 
To illustrate we must distinguish readily 
between two cars insured for six months 
and one car insured for a year, each of 
which have 12 car-months exposure. 

Electronic Processing 

Note must be taken of the progress 
certain companies have made in simpli- 
fying the development of statistical data. 
While some companies have been con- 
tent to take their stndard procedures 
and put them into their electronic pro- 
gram, others have made radical changes. 
Since electronic programs are generally 
keyed to a monthly cycle of recording, 
the preparation of a statistical tape, cor- 
responding to the file of statical cards 
previously developed, can be avoided if 
the portion of each statistical report 
corresponding to each month’s writings 
(including endorsements and cancella- 
tions) is developed each month. 

This avoids all sorting of the data 
from the production order in which it is 
kept. Sorting is an expensive electronic 
processing procedure. For each report 
a tape will be maintained showing earned 
exposures, losses and other information 
to be shown on the final report. This 
tape is fed to the memory units of the 
machine once a month and all additions 
and substractions to the report resulting 
from the month’s operations incorpor- 
ated. The data are then returned to tape 
form. 

In the method the actual earned ex- 
posures for the current and subsequent 
calendar years will be recorded so that 
no record of unearned premiums or un- 
earned exposures has to be kept. For 
some reports the number of classifica- 
tions presents a capacity problem. This 
can be overcome by recording about 90% 
of the business in the main classification 
and taking the remainder to an excep- 
tion tape for further analysis. 

These procedures are directly appli- 
cable to the census method. The develop- 
ment of the contributions to a census 
at a particular date from each month’s 
writings and cancellations is more simple 
than the development of the contribu- 
tions to the earned exposure for a par- 
ticular year, 


Application to Homeowners 

Complex detailed classification sys- 
tems occur only in lines with a large 
number of units insured and we need 
consider here only the application to 
the Homeowners policy, although the 
census method is applicable generally. 
Under present statistical procedures the 
calculation of earned premiums for all 


classification breakdowns is intolerably 
involved 
The census method would allow a 


proper pure premium approach to Home- 
owners rate making if the amounts of 
dwelling insurance were recorded, either 
exactly or in farily narrow intervals. At 
present the standard statistical plan pro- 
vides only for broad group classification 
of amounts of insurance. Many will 
desire to continue the loss ratio ap- 
proach however. In applying the census 
method to calculate earned premiums for 
this approach a census of premiums in 
force is required. 

Here either three-year or one-year 
premiums can be used but not a combin- 
ation of both without first dividing the 
three-year premiums by three or multi- 
plying the one-year premiums by three. 
When there is no in-force record, the 
“original premium,” recorded by many 
companies on their cards for cancelled 
business, must be used for the census 
of the premiums in force. Otherwise the 
method involves no new problems and 
could readily be used by an individual 
company and should not be difficult for 
Bureau operations. 

The adoption of the census method 


Hartford Fire Two-Page 
Historical Ad in “Life” 


Historical events in America during 
the 150 years since the Hartford Fire 
Insurance Co, was founded in 1810 are 
dramatized in a panorama published 
this week, Original full- color art depict- 
ing 150 different chapters in American 
history is featured in the commemorative 
display, another highlight of Hartford 
Fire’s Sesquicentennial observance. 

Subjects vary from invention of the 
first American printing press in_ 1816 to 
Lincoln’s assassination in 1865, Edison's 
1879 invention of the light bulb and the 
New York, Chicago and San Francisco 
fires, to presidential elections, historic 
sporting events, dedication of the Statue 
of Liberty and Empire State Building 
and the statehood of Hawaii and Alaska. 

Appearing as a two-page spread in the 
November 28 issue of Life magazine, 
the display will be reprinted by Hartford 
Fire for public distribution. 





Hardware Mutuals Make 
Major Marketing Changes 


Hardware Mutuals have completed a 
major reorganization of home office mar- 
keting staffs to further expansion plans 
during the coming decade, James P. 
Jacobs, president, announces. All home 
office sales, underwriting, claims and ad- 
vertising staffs have been consolidated 
in the new marketing department, headed 
by Neil V. Crosby, executive vice presi- 
dent of marketing. 

Hardware Mutuals traditional func- 
tional organization has been replaced by 
a product line organization, giving bal- 
anced emphasis to personal and- com- 
mercial insurance lines, which contribute 
approximately equally to the companies’ 
overall premium volume, Mr. Jacobs said. 

In the new organization, Henry C. 
Allen, named vice president, personal 
lines marketing, and P. K. Brittan, named 
vice president, commercial lines market: 
ing, report to Mr. Crosby; as do H. J. 
Schroeder, vice president, claims, and H. 
E. Manske, advertising manager. 

The personal lines organization, un- 
der Mr. Allen, includes market informa- 
tion, auto, casualty and fire sales and 
underwriting staffs. The commercial lines 
organization, under Mr. Brittan, includes 
the companies’ bureau representative, 
projects manager, association relations 
manager, loss prevention, and fire and 
casualty sales and underwriting staffs. 





MERITMATIC IN CALIF. 

The Zurich-American Insurance Com- 
panies will introduce MERITmatic 
Homeowners Insurance in California on 
December 7. MERITmatic policies will 
be written in the American Guarantee 
and Liability, while the Zurich will con- 
tinue to write standard homeowners 
policies. 





for statistical analysis for rate making 
and research should have the following 
advantages: 


(1) The analysis of data with complex 
classification systems would be consider- 
ably’ simplified. 

) The statistical \file would no longer 
be cae for companies maintaining 
a detail in-force file for policy writing 
and billing. 

(3) No calculation of earned exposures 
or earned premiums by classification 
would be needed. 

(4) The statistical coding and deta'l 
key punching of endorsements could be 
completely eliminated for practically all 
lines of business. 

(5) For Bureau reports no classifica 
tion of business by term or calendar 
quarter would be required. (Term would 
be required where the loss ratio metho¢ 
is employed.) 

6) Greater accuracy would result where 
a detail in-force file is used for sta- 
tistical work, 

(7) The consequent reduction in kev 
punching and processing of st atistica’ 
data should save the insurance industr’ 
many millions of dollars. 
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Washington, D. C., CPCU Leaders Map 1961 Meeting 





Washington, D. C., chapter will host next year’s annual meeting and seminars of 
the Society of CPCU, and committee chairmen are already mapping plans. Shown at a 
recent session in the capital city are (from left): seated—Conferment luncheon chair- 
man, Walter D. Neighbors, assistant secretary, Ralph W. Lee & Co.; general chairman, 


Henry A. 


Kroll, vice president, Mutual Insurance Agency; president-elect of the 


chapter, Robert V. Oxenham, secretary, Victor O. Schinnerer & Co.; Harry F. Brooks, 


managing director of the Society. 


Standing—publicity chairman, Lous FE, 


Dwyer, Jr., insurance branch, Office of 


Naval Material; assistant registration chairman, Lowell E. Seim, assistant vice president, 
Howard & Hoffman, Inc.; entertainment chairman, H. T. Beuwermann, manager insur- 
ance department, ‘1H. L. Rust Co.; budget and finance chairman, Morris W. Wells, vice 
president, Mutual Insurance Agency, and arrangements chairman, Eugene Fields, super- 
intendent of bond department, Actna Casualty & Surety. 


Jackson Resigning as 
Texas Ins. Board Head 


Penn Jackson has resigned as chair- 
man of the Texas State Insurance Board, 
effective January 1 and Gov. Price Daniel 
has named him judge of the 18th Dis- 
trict Court. Mr. Jackson left that post 
in 1957 to serve on the Insurance Board 
when the board was being reorganized. 

Gov. Daniel praised Mr. Jackson’s serv- 
ice on the board, saying that “he has 
rendered excellent service in restoring 
confidence, integrity and stability to the 
State Board of Insurance during these 
past three ‘and one-half years. I am 
grateful for the work which he has 
done to improve the regulation of insur- 
ance in Texas.” 

In his letter to Gov. Daniel tendering 
his January 1 resignation from the State 
Board, Mr. Jackson said he would prefer 
to return to the bench rather than con- 
tinue as the board chairman. He said 
the task of helping stabilize and im- 
prove the regulation of insurance, which 
Mr. Daniel asked him to do three and 
a half years ago, “has been largely ac- 
complished. It was not my purpose to 
remain at this post any longer than 
necessary.” 

Judge Jackson has been the only board 
member opposing merit rating of auto- 
mobile insurance buyers. His objections 
recently influenced the three-man board 
to order present rates continued in 1961, 
although the insurance industry and the 
board’s staff said losses indicate rates 
should be raised approximately $12,700,- 
000 annually. 

The board announced earlier that the 
rate question could be reopened at any 
tme. An effort undoubtedly will be 
made after Mr, Jackson’s successor is 
appointed. 





$30 Billion in Premiums 


_ Total premium income reported for all 
msurance companies in the United States 
reached $29,705,283,000 in 1959, says “The 
pectator,” Chilton’s monthly insurance 
Magazine, in its annual statistical issue 
this month. This premium income total 
includes $10,944,181,000 received for pay- 
ments on ordinary, group, and industrial 
life insurance policies, plus $18,761,102,000 
earned on premiums in health, fire, casu- 
alty, and all other insurance lines. 

‘The Spectator,” which collects these 
figures from the companies and from the 
¥) State capitols, indicates also in this 
November issue the regions of the coun- 
tty these premium totals come from. 


Independent Adjusters 
Meet With Companies 


The New York Association of Inde- 
pendent Insurance Adjusters held a liai- 
son meeting with representatives of in- 
surance companies in New York City. 
Such meetings are a regular affair during 
the year with the New York Association 
and the loss executives of the companies. 
At these meetings matters of mutual in- 
terest to the companies and adjusters are 
discussed, the purpose being to estab- 
lish better ways of handling claims. 

The meeting was preceded by a ses- 
sion of the executive committee of the 
association, presided over by the Presi- 
dent Walter Towe. At that meeting 
programs for the coming year were 
adopted, including publishing of bulletins 
concerning adjustment of losses involv- 
ing signs. An adjuster’s kit on the ad- 
justment of signs is also being published 
by the association. 

The association also discussed prob- 
lems arising out of Hurricane Donna 
and it was agreed these problems would 
be referred to the catastrophe commit- 
tee headed by George Adams for the pur- 
pose of making recommendations for 
even better service in the future. 





New Telephone Tickler 
Now Being Distributed 


The November, 1960, edition of the 
Telephone Tickler for Insurance Men, 
published and distributed annually by 
The Weekly Underwriter, is off the press 
and copies are available. The new edi- 
tion has been completely revised to re- 
flect the hundreds of changes in ad- 
dresses and phone numbers that have 
taken place in the metropolitan area dur- 
ing the past year, and the spiral binding 
continues to facilitate the use of the 
Tickler. 

Copies can be obtained at the offices 
of The Weekly Underwriter, Room 614, 
116 John St., New York 38, N. Y., at a 
cost of 75 cents a copy (plus 25 cents to 
cover postage and handling charges and 
sales tax in the metropolitan area if 
ordered by mail). 





LOUIS SHOPIRO DIES 
Louis Shopiro, 64, president of Louis 
Shopiro & Sons Inc., Syracuse, N. Y., 
general insurance agents, died Novem- 
ber 21 after a short illness. He was 
head of the insurance firm since found- 
ing it 20 years ago. 















“Tamar,” 
Housemark 

of the 

Thames & Mersey. 


entury Before 


[he Nast 


One hundred years ago the Thames & Mersey Marine Insurance Com- 
pany Ltd. was founded in the busy port of Liverpool to meet the growing 
need for marine insurance protection in the American and other trades. This 
protection was given to cargoes of all kinds crossing the Seven Seas and also 
to the hulls and equipment of the vessels themselves, including the famous 
clipper ships. This new company was not the first marine insurance company 
organized in that city but the earlier ones were short lived. 

During those one hundred years, the Company has continued to special- 
ize in marine insurance, with branches and agencies at the larger ports and 
commercial centers throughout the world. It has an enviable reputation on all 
five continents for its consistent professional attention to the special prob- 
lems which have developed with the rapid growth of international commerce 
by land, sea, and air. 

Almost eighty years ago the “Thames & Mersey” expanded its opera- 
tions into the United States, where it has earned the respect and confidence 
of merchants in foreign trade as well as insurance agents and brokers. 

Now beginning its second century, this member of the Royal-Globe 
group of insurance companies looks to the future with confidence. The 
business values which it has developed through its long history will contribute 
much to its continued service to shipping and commerce in the face of the 
increasing complexities of our modern world. 


1860 + 1960 


THAMES & MERSEY 


MARINE INSURANCE COMPANY LIMITED 





A COMPANY OF THE ROYAL-GLOBE INSURANCE GROUP 
NEW YORK, NW. Y. 
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Gerber Report 


(Continued from Page 1) 


Mr. Lemmon foresees a complete re- 
drafting of the All-Industry bills in the 
near future. In that connection he said 
it will be more productive to have a 
broad approach to study proposals for 
revised legislation, with other segments 
of the industry cooperating. 

H. Clay Johnson, executive vice pres- 
ident of the Royal-Globe Insurance 
Group and spokesman for the National 
Board of Fire Underwriters, Association 
of Casualty & Surety Companies and 
Inland Marine Underwriters Association, 
presented gutlines of nine proposals by 
stock company members of those organ- 
izations, the most important of which 
would be right of individual companies 
to make immediate use of rate filings, 
without prior approval by an Insurance 
Department. However a Commissioner 
would retain the right subsequently to 
pass on adequacy of filings. The com- 
panies also agree that consolidation of 
fire and casualty rating laws be made, 
as suggested by the Gerber report. 

Mr. Johnson said the companies’ com- 
mittee is authorized to draft a model 
bill incorporating the principles he enun- 
ciated. 

John R. Barry, president of Corroon & 
Reynolds Group, again declared his op- 
position to “kicking around” rating laws 
which are the product of 75 years’ study 
and experience. As no company, he said, 
can predict its future loss experience with 
any degree of accuracy, deviations should 
not be allowed on the basis of expected 
favorable developments. He called devi- 
ations and independent filings contra- 
dictions of bureau statistics and stated 
that deviations have to be based, actu- 
ally, on reduced commissions. He con- 
tends agents are not making enough 
money now to stand further commission 
cuts. He called for stability in rating, 
with overall loss averages used for basic 
rating purposes. 

Mr. Barry told the full 
Tuesday that Commissioners have no 
right to control commissions under a 
guise of a rate filing. Rate changes 
based on commission cuts, he said, are 
in violation of state laws, as insurance 
supervisors have no authority to fix 
compensation to producers. He declared 
a rate war is now in progress and if it 
is not stopped the public as well as some 
companies may get hurt. 

Mr. Barry compared some present rate 
deviations to “bookmaking” and about 
as accurate as betting odds are. He then 
stated that Insurance Departments 
should have more money at their dis- 
posal so to supervise properly rating 
practices. 

Text of Gerber Report 


In presenting his report Mr. Gerber 
stated that the “subcommittee concludes 
that it should first define the general 
aims of ratemaking and rate regulation 
and them deal with the specific recom- 
mendations*which it is ready to make 
with respect to the All-Industry Model 
Bills, suggesting how those model bills 
should be amended in the light of the 
public interest and the twelve years’ 
experience in their application which is 
now available. 


No Model Bill Yet Considered 


“Believing that. until the position of 
the NAIC with respect to the subcom- 
iittee’s statement of general aims and 
its specific recommendations for change 
in the model bills is established, it would 
be premature to proceed further with 
general analysis and critique of the 
premises and techniques of rate regula- 
tion, the subcommittee has foregone at 
this stage specific consideration of the 
new model bill proposed by the National 
Association of Independent Insurers and 
of other proposals for new departures 
in regulatory approach. 

“The subcommittee is charged with 
reviewing techniques of rate regulation 
applicable to all lines of property and 
liability insurance and points out that 
most of the attention recently brought to 
bear on rate regulatory matters has been 
devoted to certain problems in fire in- 


committee 


surance lines, and that equally important 
and multifarious problems are involved 
in the regulation of other lines of insur- 
ance. 


Statement with Respect to General Aims 
of and Principles Governing Insurance 
Ratemaking and Rate Regulation 


“Believing that the general aims of in- 
surance ratemaking and insurance rate 
regulation should be stated not in terms 
of the means by which these ends are to 
be achieved, but solely in terms of aims 
themselves, the subcommittee agreed that 
these purposes are as follows: 

“] —That insurance coverages desired 
by the public should be generally avail- 
able to the public from licensed insurers; 

“2._That the cost of such insurance 
coverages to the public should be reason- 
able and not excessive; 

“3--That the solvency of insurers 
should be maintained in the interest of 
the continued protection of their policy- 
holders; 

“4-That each insured should bear his 
fair share of insurance costs. 


Responsibility of Each State 


“The subcommittee recognizes that 
each of the several states is free to 
make its own choice of the regulatory 
means by which these basic aims are to 
be served, and that among the states 
different choices have been made. It is 
not believed that any of those different 
choices is based upon a conception of the 
purposes of insurance ratemaking and 
insurance rate regulation which differs 
materially from that outlined above. 
Each state bears the responsibility for 
achieving these purposes within its own 
jurisdiction through its own statutory 
and regulatory system. The effectiveness 
of its system should be tested by how 
well it serves these purposes. 

“To achiéve the foregoing four aims, 
certain general principles governing rate- 
making have been adopted almost uni- 
formly by the states, i.e., that insurance 
rates should not be excessive, inadequate 
or unfairly discriminatory. It appears 
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desirable that, whatever the procedural 
orientation of a rate regulator’s statutory 
system, the tests applied by him to de- 
termine whether specific insurance rates 
accord with these prinicples should be 
made more concrete. 


Recommendations with Respect to Spe- 
cific Items Upon Subcommittee’s 


Agenda 


“I—Aggrieved Party: The subcom- 
mittee recommends that no rating or- 
ganization should have status as an 
aggrieved party with respect to any rate 
or rate filing either in effect or before 
an Insurance Commissioner for consider- 
ation. This recommendation is based on 
the following reasons: 

“Rating organizations are charged with 
certain ratemaking functions which they 
exercise on behalf of their members. 
Such organizations have no interest in 
the results of ratemaking apart from 
the interests of their members. Since 
they are not competitors of other rate- 
makers in marketing insurance and do 
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not purport to be, or to represent the 
interest of, insurance buyers, they do not 
have an interest of their own which can 
be invaded by rates made by others. 

“Moreover, on many occasions the in- 
terests of the members of such organ- 
izations can be expected to differ—par- 
ticularly in matters of controversy where 
the provisions of Section 5(d) may be 
invoked. 

“The ‘All Industry’ model bills were 
not developed to delegate regulatory or 
policing functions to ratemaking organ- 
iaztions. Consequently, where _ those 
model bills are the basis of a state’s sta- 
tutory scheme, it is submitted that it 
would be inconsistent in effect to recog- 
nize rating organizations as_ policing 
agencies. 

Aggrieved Party 


“The subcommittee further recom- 
mends that any other individual, part- 
nership or corporation which, on the 
basis of a factual showing, has a specific 
economic interest adversely affected by 
a rate filing in effect should continue to 
have available the remedy provided by 
Section 5(d) of the ‘All Industry’ model 
bills. This recommendation is based on 
the following reasons: 

“Section 5(d) requires that its pro- 
cedures be invoked by an application 
‘specifying the grounds to be relied on, 
that the application be made ‘in good 
faith, that the applicant would be ‘ag- 
grieved’ by the rate filing complained of 
if his grounds were established, and that 
such grounds ‘otherwise justify’ holding 
a hearing. 

It is believed that this provision should 
be clarified expressly to require a specific 
factual showing. Invoking the Section 
5(d) remedy would accordingly be con- 
ditioned upon proof that ratemaking 
standards are violated by the rate filing 
in question in such a way that a specific 
economic interest of the person invok- 
ing the Section 5(d) remedy is unlawfully 
invaded. 


One-Year Limitation on Deviations 


“Since the annual renewal requirement 
may place an undue burden upon deviat- 
ing companies, the subcommittee recom- 

nends that deviations should not have a 
fixed maximum duration but should con- 
tinue without renewal and reconsidera- 
tion either until substantive change is 
made in the filing to which the deviation 
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is related or until such other time as the 
regulator concludes that reconsideration 
is necessary. 


Provisions Concerning Rates, Rules and 
Forms 

“Because the separate fire and casualty 
rating bills were adopted prior to the 
recent extensive development of multiple 
line package policies, and because differ- 
ent standards of the two bills with re- 
spect to subscribership and deviations 
handicap further beneficial developments 
of this kind, the subcommittee recom- 
mends that the fire and casualty rating 
bills be consolidated. 

Deemer Clause 
“The subcommittee believes no changes 
are warranted at this time. 


Partial Subscribership 
“Judicial contruction of this provision 
of the model bills has clearly established 
the right of partial subscribership. The 
subcommittee agrees with this construc- 
tion of fundamental intent of the model 
bills and believes no changes are war- 
ranted, 

Availability of Filings for Inspection 
“While there was support at the hear- 
ings for required filings to be available 
for inspection before their effective or 
approval date, there were those who 
opposed such a change in the model 
bills. The subcommittee believes no 
changes are warranted at this time. 
Provisions for Approval or Disapproval 
to Include a Partial Approval or 
Disapproval 
“The subcommittee believes no changes 
are warranted. 
Standing of Rating Organizations in 
Connection with Applications for 
Deviations 


“For reasons like those set forth above 
under ‘Aggrieved Party,’ it is recom- 
mended that the provisions of Section 
7 of the model bills be changed to extin- 
guish the right of a rating organization 
to compel a hearing in connection with 
an application for deviation from its fil- 
ings. Whether a hearing is to be held 
should rest with the regulator or the 
applicant. 


Role of Advisory Organizations 

Their Supervision 
“Because the model bills give ample 
authority for appropriate regulation of 
these organizations, the subcommittee 
believes that no change in their pro- 
visions on this matter is necessary but 
recommends that advisory organizations 
be periodically examined and that the 
committee on examinations of the NAIC 
be requested to develop a specific pro- 
gram and procedure for such examina- 
tions, 

‘If this subcommittee’s statement of 
the aims and principles of insurance rate- 
making and rate regulation is approved, 
there remains the need of (a) developing 
criteria for applying those principles in 
particular cases, and (b) determin- 
ing whether current proposals for fund- 
amental procedural changes (including 
those proposed by the NAII) represent 
improved means for achieving those aims 
and applying those principles. By the 
resolution establishing this subcommittee, 
italready has the authority to take all 


steps appropriate to undertake the fore- 
going.” 


and 


_ Large Audience Present 
Director Gerber faced an over-flow 
audience of several hundred men from 
ill segments of the property-casualty in- 
surance industry when he presented his 
teport in that East ballroom of the Hotel 

imodore. Company leaders, repre- 
senting bureau companies, independent 
‘surers, mutuals, men whose thinking 
liffers radically on questions of regula- 
Yon were present to hear the report. 
Leading insurance agents and brokers 
‘om centers throughout the nation, as 
well as from New York State, New Jer- 
‘ty, Connecticut, Pennsylvania and other 
Nearby states, likewise listened attenta- 
ely, Also on hand was Donald P. Mc- 
Hugh, counsel for the O’Mahoney com- 
Mittee in the U. S. Senate investigation 
"surance rates and regulation with an 
am for broadening competition. 
The full rates committee expects to 
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‘ct upon the recommendations as stated 
the conclusion of the report at an 


early date so that the work of the sub- 
committee can be continued and further 
report thereof made at the next annual 
meeting of the association, June 4-9 in 
Philadelphia. 

Rufus D. Hayes, Louisiana Commis- 
sioner, defended insertion of a catas- 
trophe factor in basic extended coverage 
rating formulas, He said that disastrous 
hurricanes, such as Donna, will wipe out 
far more than the ordinary EC rate re- 
serves. He feels there should be a defini- 
tion of catastrophe in the rate law and 
inclusion of this factor in the rate struc- 
ture to build special reserves. 
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Dastur is Named AFIA 
Manager for India 


Phiroze Bomanji Dastur has been ap- 
pointed manager for India of the Amer- 
ican Foreign Insurance Association, an- 
nounces President James O. Nichols. 
Mr. Dastur, an Indian citizen, has been 
acting manager for India since the 
transfer several months ago of manager 
A. C. Gale to the association’s London 
office. 

Mr. Dastur will supervise operations 


of the American Insurance Co., Great 
American, Hartford Fire and The Home 
by 16 Indian branch offices and several 
hundred agencies. Operations of The 
Home in Aden, Burma and Ceylon are 
also directed from India. 

Manager Dastur has spent his entire 
career with AFIA Bombay since his 
graduation from London University in 
the United Kingdom in 1941, He was 
appointed assistant manager in 1945 and 
advanced to Bombay manager in 1953, 


which position he held until early this 
year. 


JP INSURANCE: $5 Wivel MAXIMUM 
SION AND ExGENcs ALLOWANCS 


Mail To — Bill Good, Agency V. Pres. 


Bankers National Life Insurance Co. 
Montclair 6 | N. J. 


I'd like your booklet on the ‘UMBRELLA PLAN” 
for building a MILLION DOLLAR LIFE DEPARTMENT 


Name PYTTITITITITI TTT TTT 


Street PYTTTITITITITTITTTTTiT eed 


City SPOHHHOSHHSHOHEHSHSHSSSO HEHE EEEESEEEE State eeeeeeesseeoveseseeeeeeese 


1959 Prem: Life. ..ccccccccces A&H cove 


ee Group 








Page 26 








December 2, 1960 











Murphy President of 
Management Society 


INSURANCE BUYER'S MEETING 
Austin Fleet Vice Pres. Thicle Second 
Vice Pres., Norcross Treasurer 
and Schwenk Secretary 


At the annual meeting of the American 
Society of Insurance Management, Inc., 
held in Chicago, T. V. Murphy, insur- 
ance manager for Maryland Shipbuilding 
& Drydock Co., Baltimore, was elected 
president of ASIM. Mr. Murphy suc- 
eeds W. Howard Clem of Schlumberger 
Well Surveying Corporation, Houston, 
Texas. i 

Serving with Mr. Murphy are: C. 
Henry Austin, Standard Oil Co. (In- 
diana), Chicago as first vice president; 
Charles H. Thiele, Federated Department 
Stores, Cincinnati as second vice presi- 
dent; and reelected to their respective 
offices are: F. W. Norcross, Budd Com- 
pany, Philadelphia, treasurer: and Mer- 
ritt C. Schwenk, Jr. Fruehauf Trailer Co., 
Detroit, secretary. 

Regional Vice Presidents 

Regional vice presidents of the society 
are: R. S. Johnson. St. Paul Terminal 
Warehouse Co., St. Paul, Minn.; Robert 
G. Kenan, Southern Natural Gas Co. 
3irmingham, Ala.; John R. Kountz, Rust 
Engineering Company, Pittsburgh; Wil- 
liam A. Miller, Richfield Oil Corp., Los 
Angeles; David C. Morris. Chance 
Vought Aircraft, Inc., Dallas; Frank W. 
Pennartz, Food Fair Stores, Inc., Phila- 
delphia; Richard Tierney, McDonough 
Construction Co. of Georgia, Atlanta; 
Richard Prouty, Norton Company, Wor- 
cester, Mass.; Alan A. Sharp, Distillers 
Corporation-Seagrams Limited, Montreal, 
Canada; and E. R. Zimmerman, Amer- 
ican Bakeries, Chicago. 


WHERE AGENT’S DUTY LIES 





Client Gets Top Priority O’Halloran 
Tells Aetna Casualty & Surety 
Grads; Kayser Leads Class 
The role of the individual agent in the 
insurance industry’s job of providing se- 
curity for the nation’s economy was the 
theme of a.talk by Arthur S. O’Halloran 
Watervillé, Me. agent, to graduates of 
the 186th session of the Aetna Casualty 

& Surety sales course. 

Mr. O'Halloran, a representative of 
Boothby & Bartlett Co. and a 1956 grad- 
uate of the course, spoke in Hartford at 
the dinner which concluded the session. 

Because very little industry or com- 
merce could be conducted without the 
financial security that insurance guar- 
antees, the agent’s responsibilities are 
necessarily great, Mr. O'Halloran said 

“The agent’s first obligation is to his 
client, for whom he must obtain the 


Barry to Address Essex 
County Agents Dec. 6 


John R. Barry, president of the 
Corroon & Reynolds Group, will address 
the Essex County Insurance Agents As- 
sociation at a dinner meeting Tuesday, 
December 6, at the Hotel Suburban in 
East Orange, N. J. Eugene I. Morris is 
president of the association. 


GIBA Meeting Dec. 13 


Cornelius W. Haarmann, IJr., president 
of the General Insurance Brokers’ As- 
sociation of New York, Inc., announces 
that a general membershin meeting of 
the association will be held on Tuesday, 
December 13, at the association office. 
120 Liberty Street, New York City at 2 
P. M. A feature of the meeting will be 
election of new officers for 1961. 





MCGILLICUDDY WITH ZURICH 

The Zurich-American Insurance Com- 
panies have named Daniel F. McGilli- 
cuddy as a_sales representative in New 
York City““He was with the Hartford 
Accident and Indemnity in New York 
City for four years before joining 
Zurich-American. 


soundest and most complete protection 
available. To do this, we should make 
use of the best survey and analysis tools 
we have and keep ourselves informed 
through company and industry seminars 
and the insurance press on new develop- 
ments affecting our business,” he de- 
clared. 

At the same time, the speaker added, 
the agent must remember his responsi- 
bility to the companies he represents, 
which he should fulfill by intelligent se- 
lection of the type of risks he asks them 
to assume. 

Mr. O'Halloran, who is president of 
Kennebec Association of Independent 
Insurance Agents, also noted that most 
successful agents have recognized their 
community responsibilities. He urged the 
graduates to become active in community 
organizations as well as local and na- 
tional insurance associations. 

The class was led by Norman C. Kay- 
ser of Hartford. Other blue ribbons for 
high scholastic standing went to H. L, 
Dickinson of Springfield Ill.; Robert J. 
Brett of Windsor Locks, Conn.; William 
S. Joiner of New Orleans; Robert J. 
Carlisle of Alexandria, Minn.; John G 
Weld of Cleveland; Robert L. Fields of 
San Angelo, Tex. and Paul N. Carris of 
McAlester, Okla. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were won 
by Messrs. Fields and Kayser, Samuel 
R. Saks of Washington, D. C., Barry H. 
Freeman of Los Angeles, and Edmund 
W. Marsh of Waterville, Me. 


Jordan Asks Extension 
Of D. C. Rating Law 


TO COVER FIRE REGULATION 





District Supt. Says Present Casualty 
Law Fulfills Objectives Sought by 
O’Mahoney’s Proposed Bill 
Extension of the 1948 District of 
Columbia Casualty Rating Act to regulate 
fire insurance also is advocated by Insur- 
ance Superintendent Albert F. Jordan 
of Washington. He has advised the 
District Board of Commissioners that the 
casualty rating act has worked well and 
could thus be a basis for regulation of 
all fire and casualty rates in the District. 
The bill introduced in the last session 
of Congress by retiring Sen. Joseph C. 
O’Mahoney of Wyoming would repeal 
both the District fire rating act of 1944 
and the casualty and replace them with 
a single comprehensive measure under 
which the mandatory fire rating bureau 

system would be repealed. 

The bill, which Sen. O’Mahoney an- 
nounced as representative of the views 
of the Senate Judiciary Antitrust Sub- 
committee, based upon its hearings on 
state rating laws and practices, would 
make rates effective immediately upon 
filing with the Superintendent, without 
prior approval, but would permit him 
to reject the filing after appropriate 
hearings. 

Opportunity for Competition 

If the Casualty Rating Act is extended 
to cover regulation of the fire business, 
not only would the mandatory bureau 
membership requirement be eliminated, 
Mr. Jordan stated, but the “opportunity 
for competition, the need for which is 
stressed by Sen. O’Mahoney,” would be 
fulfilled. 

“It permits direct filings and provides 
that they may become effective imme- 
diately,” Superintendent Jordan pointed 
out. “Admittedly, it does not provide for 
the regulation of advisory organizations 
to the extent provided under (the 
O’Mahoney bill), but in 12 years this has 
never proved to be disadvantageous. In 
any event there is just as much authority in 
the present law to stop any offensive 
activity on the part of advisory organiza- 
tions as is proposed under (the O’- 
Mahoney bill) . . . (The Casualty Rat- 
ing Act) now gives authority to the 
Superintendent ‘to issue an order, after 
a full hearing to all parties in interest 
requiring any group, association, or 
organization of companies and the mem- 
bers thereof to cease and desist from 
any unfair or unreasonable practice.’ 

“It is my opinion, therefore, that the 
objectives sought by Sen. O’Mahoney 
could best be accomplished by not re- 
pealing the Casualty Rating Act and 
thereby discarding provisions which have 
proved satisfactory for more than 12 
years. Instead, I would merely enlarge 
it by a simple amendment to its scope 
section . . . so as to make it include 
all of the kinds of insurance now regu- 
lated under the Act of 1944.” 





Greater Tennessee 
Agency at Chattanooga 


The Greater Tennessee Insurance Co., 
an agency representing old-line stock 
companies, has gone into operation in 
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Chattanooga, Tenn., under the manage- 
ment of John H. Connor, formerly of 
Nashville. 

The new agency is a wholly-owned 
subsidiary of Greater Tennessee Corpor- 
ation, a firm with a number of other sub- 
sidiary corporations operating throughout 
Tennessee in the fields of financing and 
real estate development. 

Officers of Greater Tennessee Insur- 
ance Co. and also of Greater Tennessee 
Corportaion are W. G. Smith, president 
and chairman of the board; Dandridge 
W. Caldwell, vice president; and C. Don- 
ald Lunn, secretary-treasurer. 

Prior to his appointment as manager 
of the new firm, Mr. Connor had expe- 
rience covering 20 years in the general 
insurance field. A graduate of Vander- 
bilt University Law School, he has served 
as branch manager of operations for the 
Maryland Casualty, Royal . Exchange 
Group and National of Hartford. His 
career has covered a territory encom- 
passing Ohio, West Virginia, Kentucky, 
Tennessee, Georgia and Alabama. 

Assisting Mr. Connor in the manage- 
ment of the new agency is Fred W. May 
of Chattanooga. 
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Zurich-American Changes Made in 
Fire and Inland Marine Department 


Several changes have been announced 
in the fire and inland marine department 
of the Zurich-American Insurance Com- 
panies. William MacMillan has been 
named assistant superintendent of the 
fre division, and Arthur P. Winnebeck 
has been promoted to assistant super- 
intendent of the inland marine division. 
Richard J. Laffey has been placed in 
charge of the Chicago branch fire under- 
writing department. 

Fred W. Siegel has been named super- 
visor of the fire and inland marine 
department in New York City. 

Mr. MacMillan was formerly fire man- 
ager for Stewart Smith Illinois Co., 
Chicago. Prior to that he was with 
Continental Casualty in Chicago. 

Mr. Winnebeck has had 26 years’ ex- 
perience in ocean and inland marine 
underwriting. Before going to Zurich- 
American in April, 1960, he was asso- 
ciated with William H. McGee Co. and 
prior to that was with the Fireman’s 
Fund. 

Mr. Laffey was promoted from head 
office underwriting to underwriter in 
charge of the Chicago branch fire under- 
writing department. Before becoming a 
Zurich-American underwriter in 1957 he 





Further Need for Fire 
Safety in Schools Seen 


Only when fire safety in schools gets 
as much attention as oversize gymna- 
siums, pastel colors and other ‘new look’ 
trimmings can we expect this country to 
escape another Chicago school tragedy, 
a fire protection expert declared. The 
conditions responsible for the loss of 
95 lives in the Chicago fire of two years 
ago can be found in thousands of 
schools throughout the country, accord- 
ing to Chester I. Babcock, manager of 
the National Fire Protection Associa- 
tion’s fire record department. 


That disaster shocked hundreds of 
communities into action, but apathy 
seems to be settling in once more, he 
said. “There is still far too much strong 
resistance or careless disinterest locally 
to spending money to clean up almost 
explosively dangerous conditions in many 
old schools, or to giving adequate at- 
tention to life safety features in new 
schools,” Mr. Babcock declared. 

He spoke at a conference session of 
the NFPA which closed a _ three-day 
meeting at the Hotel Deshler Hilton in 
Columbus, Ohio, with several hundred 
fire experts from the. U, S., Canada and 
other countries inf attendance. 

One dangerously, false assumption is 
that “because a sehool building is new 
it must be safe,” said Mr. Babcock. 
Another is that there are no tested and 
certain methods to assure safety. 

“We know now ‘and have for years 
known how to desig and protect a 
school so that the lives of pupils and 
teachers will be safe.from fire. (Practical 
—and not unduly e¢ostly—methods of as- 
suring life safety in the event of fire 
that have stood the test of time and that 
ire based on sound fire engineering 


winciples have been available for dec- 
ades,” 





N. C. Rate Bureau Elects 


The North Carolina Fire Insurance 
Rating Bureau re-elected W. S. Bizzell 
a manager at its 15th annual meeting. 
Others re-elected were C. E. Hibbard, 
sistant manager, and W. T. Joyner, 
general counsel. 


New members appointed to the execu- 
we committee are William C. Bishop, 
arlotte; J. J. McCarthy, Charlotte; 
and W. E. White Jr. Raleigh. D. M. 
Deakins, Atlanta, was re-elected chair- 
man of the governing board. G. T. Bran- 
fee Durham was appointed chairman 
othe executive committee. 





was with the Hanover Insurance in 
Chicago for 10 years. 

Mr. Siegel joins Zurich-American with 
34 years’ underwriting and production 
experience, For the past 12 years he has 
been associated with the Pacific Fire 
handling the New York metropolitan 
as well as countrywide brokerage. 


Royal-Globe Changes 


The Royal-Globe Insurance Group has 
announced two appoinments: 

In New York, Charles B. Hepburn has 
been named assistant manager of the 
payroll audit department. He joined the 
group in 1952 and was formerly super- 
intendent of the group’s payroll audit 
department at Chicago. 

Donald T. Floyd has been appointed 
state agent, supervising the Group’s 
Pittsburgh, territory. Mr. Floyd joined 
the group in 1958 and was previously 
special agent at Buffalo, N. Y. 


FRANK L. DONAHOE DIES 
Frank L. Donahoe, veteran staff mem- 
ber of Fireman’s Fund Insurance Co. 
and a well-known figure in Pacific coast 


fire insurance, died November 21. He 


was 63. An assistant manager of The 
Fund’s Pacific fire department, Mr. 
Donahoe had been with the company 
since 1917 in fire underwriting and pro- 
duction assignments. In 1925 he was 
transferred to southern California as a 
special agent, returning to San Fran- 
cisco in 1930 as chief fire underwriter. 
In 1948, he was named agency superin- 
tendent and in 1959 assistant manager. 
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Some people say that the pursuit of Security is like the hunt for happiness — look 
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Security-Connecticut, on the other hand, is worth 
pursuing as a goal in itself. Its by-products, too, are 
prosperity, protection, and peace of mind. 


Your clients know that Security-Connecticut stands 


for protection from adversity — for family and 


business alike. To you, Security-Connecticut opens the 


door to more and better business — as the multiple 


line company pledged to the American agency system. It’s the line priced to meet direct-writer competi- 


tion; it’s made to sell fast with modern features like monthly payments and deviated policies. 


Security-Connecticut, in short, is a name to remember — makes millions of lives more satisfying, more secure. 


SECURITY-CONNECTICUT — the single source for all these lines: 


life - 
bonds 


The 





New Haven 5, Connecticut 


accident «+ fire «+ 


Security ° Connecticut 
Insurance Group 


casualty *¢ group ° 


automobile 


* marine 


and all other forms of personal and business insurance 
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mee: ‘Connecticut Indemni 
Founders’ Insurance Company 

Fire & Casualty Insurance Company of Connecticut 
Security-Connecticut Life Insurance Company 





ompany 





Page 28 











December 2, 1960 





Posey to Retire as 
Hartford Coast Manager 


RUSHER IS NAMED SUCCESSOR 





Posey Joined the Company in 1924; 
Rusher Formerly at Hartford, Brook- 
lyn and New York City 





The Hartford Insurance Group has 
acceded to Addison C. Posey’s request 
for retirement as Pacific Coast manager. 
Mr. Posey, whose retirement becomes 
effective January 1, continue to 
serve the Hartford 
advisor. 

William H. Rusher, 
mental manager since 1955, was named to 
succeed Mr. Posey. The latter joined the 
Hartford’s surety department in 1924. 
Two years later he was promoted to 
resident manager of the San Francisco 
metropolitan department and in 1934 was 
advanced to assistant manager for both 
Hartford Fire and the Hartford Accident 
and Indemnity Company at San Fran- 
cisco. 

In 1939 Mr. Posey was elected a vice 
president of the Hartford Accident and 
served at the home office in Hartford 
from 1939 until 1946 when he was named 
Pacific department manager upon the 
retirement of the late Joy Lichenstein. 


will 
organization as an 


assistant depart- 


Rusher’s Career 


Mr. Rusher became associated with 
Hartford Fire in 1934 at the home office. 
From 1936 until 1941 he was a special 
agent in the New York City area. Mr. 
Rusher was transferred to Washington, 
D. C. in 1941 to organize and open the 
company’s service office which he man- 
aged until 1946 when he was appointed 
production manager and later manager 
of the Brooklyn branch. In 1952 he was 
promoted to metropolitan manager in 
New York City where he remained until 
1955 when he was named assistant man- 
ager for the Hartford Group at San 
Francisco. 

Immediate past president of the Pacific 
Fire Rating Bureau, Mr. Rusher also 
is active in the Inter-Regional Insurance 
Conference and is a director of the In- 
surance Underwriters Association of the 
Pacific, Idaho Surveying and Rating Bu- 
reau, and the Standard Forms Bureau. 

Born in Hartford, Mr. Rusher was 
graduated from Loomis School at 
Windsor (Conn.) and from Yale Uni- 
versity in 1933. Mr. and Mrs. Rusher 
and their three children live in Hills- 
borough, Calif. 


Anstey and McKernan Are 
Advanced by the NAUA 


Appointments of M. P. Anstey and 
Thomas J. McKernan to assistant secre- 
taries of the National Automobile Under- 
writers Association are announced by 
Howard S. Omsberg, manager of NAUA. 

Mr. Anstey joined NAVA in 1956 after 
three years with the Mutual Insurance 
Rating Bureau. 
Rutgers University 


He was graduated from 
joined 


in 1948 and 
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Fireman’s Fund, Standard Accident 
Consider Stock Exchange Proposal 


James F. Crafts, president of Fire- 
man’s Fund of San Francisco, and Lester 
K. Kirk, president of Standard Accident 
of Detroit, jointly announce that the 
boards of directors of the two companies 
have authorized negotiations looking to- 
wards possible exchange of stock of 
Fireman’s Fund for the outstanding cap- 


ital stock of Standard Accident. 

An exchange offer made by Fireman's 
Fund to the shareholders of Standard 
Accident would be subject to registra- 





Glens Falls Statement 
Filed With the SEC 


Glens Falls Insurance Co., Glens Falls, 
N. Y. has filed a registration statement 
with the Securities and Exchange Com- 
mission. The company seeks registration 
of 100,000 shares of capital stock which 
it proposes to offer in exchange for the 
100,000 outstanding capital shares of 
Kansas City Fire and Marine. The 
proposed exchange will be at the rate of 
one share of Glens Falls for one share 
of Kansas City F. & M 

The exchange offer, according to the 
registration statement, is to be made on 
a best effort basis by a group of solicit- 
ing dealers headed by The First Boston 
Corporation. A selling commission of 
30 cents a share will be paid if less than 
95% of the Kansas City stock is tendered 
and 40 cents a share if 95% or more of 
the stock is tendered. 

The First Boston Corporation, as dealer 
manager, will receive a management fee 
of $15,000 or $20,000 under the same con- 
ditions as the selling commission, and 
will receive a $25,000 fee as financial 
adviser. 

Glens Falls is principally engaged in 
writing fire, marine, casualty and surety 
insurance and, according to the prospec- 
tus, also invests and reinvests its avail- 
able funds, which provide a substantial 





the Home Insurance Co., serving in the 
field until 1953. During the war he served 
with the U. S. Army Air Force. 

Mr. McKernan joined the staff of the 
NAVA in 1958. Previously he was with 
the Inter-Regional Insurance Conference, 
assisting in the development of fire and 


allied policies. Prior to that he was 
director of educ ation of the National 
Association of Insurance Agents and 


earlier was associated with the Atlantic 
Mutual Insurance Co. At the present 
time Mr. McKernan is also an instructor 
in casualty contracts at the Insurance 
Society of New York and is coordinating 
insurance courses for Wagner College 
on Staten Island. He received his CPCU 
designation in 1953. 
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tion under the Securities Act of 1933, 
acceptance by holders of not less than 
80% of the shares of Standard Accident 


and approval of regulatory authorities. 
Mr. Kirk said his board feels the 
move is “in the best interest of our 


stockholders and the company.” 

Fireman’s Fund, with premium volume 
of $211,600,00 last year, ranked near the 
top among fire and casualty insurers, 
while Standard Accident was thirty- 
ninth, with 78,800,000. Their assets were 
about $463 million and $130 million, re- 
spectively. 


Boit, Dalton & Church 
Names Three Partners 


3oit, Dalton & Church, Boston insur- 
ance agency, has named three new part- 


ners, it is announced by senior partners 
Frederic C. Church and Charles C. 
Hewitt. The new partners of the 95- 


year-old agency, all presently executives 
with the firm, are Henry Saltonstall 
Howe of Canton; Douglas R. Temple of 
Natick, and Patrick Fitzpatrick of West- 
wot rd. 

Mr. Howe has been with Boit, Dalton 
&C hurch since his graduation from Har- 
vard in 1933. Widely known for both his 
professional and civic activities, he is 
president of the Boston Episcopal Char- 
itable Society, a director of the Chil- 
dren’s Hospital Medical Center, the 
3oston Children’s Service Assn., and the 
Episcopalian Club of Massachusetts. 

Mr. Temple joined Boit, Dalton & 





portion of its earnings. Kansas City Fire 
and Marine is engaged in writing fire, 
marine and allied lines of property insur- 
ance, and also invests and reinvests its 
available funds. Glens Falls owns about 
60% of the outstanding stock of The 
National Life of Canada and Glenway 
Corporation, a wholly-owned subsidiary, 
which finances insurance premiums. 


Hartford’s Spectacular 
Ad in SEP Xmas Issue 


A unique 10-page spectacular, includ- 
ing eight 1961 calendar pages, has been 
placed in the Christmas issue of The 
Saturday Evening Post by the Hartford 
Fire Insurance Company Group. The 
calendar pages, especially designed to be 
removed from the magazine and hung 
up, are illustrated with full color stil] 
life paintings by the famous Dutch artist 
Henk Bos. 

Almost full magazine size, the cal- 
endar pages represent a first in publish- 
ing and will be featured in a full-page 
double spread advertisement. They also 
represent the largest as well as one of 
the most ingenious advertisements ever 
to run in any multi-million circulation 
national magazine. 

Printed on extra heavy paper, the 
calendar pages are separately stitched 
and pre-punched for easy removal and 
hanging. More than 450 tons of paper, 
over 15 carloads, and 18,000 pounds of 
ink were required for their production, 
The eight calendar pages and advertise- 
ment climax the promotion program of 
Hartford Fire’s 150th Anniversary ob- 
served throughout 1960. 

Calendar pages, identical _to those ap- 
pearing in The Saturday Evening Post, 
will be reprinted and made available to 
Hartford Group agents throughout the 
country. An intensive merchandising 
program, including a contest for Hart- 
ford agents jointly sponsored by_ the 
Hartford and Saturday Evening Post, 
will be undertaken. 

The Hartford Fire has been advertising 
in the 232-year-old Post for over a half 
a century. The company’s first ad ap- 
peared in the November 21, 1908 issue. 





Church in 1933, having previously been 
with the Aetna Casualty & Surety. A 
native of Portland, Me. he was grad- 
uated from Boston University. 

Mr. Fitzpatrick, a native of Toronto, 
was graduated from the University of 
Pennsylvania in 1933, and before joining 
Boit, Dalton & Church in 1952 was a 
secretary with the Home Insurance Co. 
in New York. He is a director of Insur- 
ance Service Assn., and a member of 


the Mariners Club of Boston and Phil- 
adelphia. 
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Jackson Stresses Need to Curtail 
Many Preventable Marine Losses 


Among leading subjects up for consider- 
ation at the recent annual meeting in Wash- 
ington of the International Union of Ma- 
rine Insurance was cargo loss prevention. 
Harold Jackson, president of Wm. H. Mc- 
Gee & Co., former president of the Amer- 
ican Institute of Marine Underwriters and 
a member of the executive committee of 
the Union, is an authority on this problem 
of insurers. In his report on_ preventable 
losses he discussed two leading matters, 
among others, these being country damage 
on cotton and losses to unboxed automo- 
biles in transit on steamers. His report is 
presented in two parts, with Part I here- 
with : 

Preventable losses are in in- 
stances a terrific economic burden on 
some countries; e.g. the West African 
flour trade, or country damage on cotton 
to Japan. Matters to do with interior 
carriers taking unfair advantage of the 
general public whether insured or un- 
insured where such affects imports and 
exports are our concern; e.g., South 
African Railways situation. 

Port organization, or lack of it, as 
distinct from its physical aspects have 
been our concern since this committee 
was formed; e.g., most of South America 
and the Near East. In that respect our 
loss prevention recommendations con- 
tinue to be called for and I am watching 
very carefully an attempt now being 
made by responsible citizens of Chile, 
who have succeeded in getting the Val- 
paraiso Port Administration into private 
hands, which institution took over 
as of October 6, 1960. I reported to you 
last year that we had given them the 
Union’s loss prevention recommendations. 

It is to be sincerely hoped that this 
project will be successful, as it is the 
first major break-through in South 
America. South American authorities, 
many of whom I have visited, refuse 
(officially) to admit that their ports are 
badly organized, Privately, some will tell 
you that the poor people living adjacent 
to the ports have to live, and, if they 
were not allowed to pilfer, would have 
to be provided for otherwise. 

Nevertheless, we are making headway 
a economic conditions in these areas 
improve, and where there are enough 
responsible citizens who are organized 
into Chambers of Commerce and such 
like we can provide them with informa- 
tion to arm them in their talks with 
Governments to persuade them of the 
economic advantages to be gained by 
proper port organization. 


Bad Packing 


While the committee does not make 
packing recommendations we are able 
irom time to time to assist where the 
problem has been met before. We 
receive many compaints about bad pack- 
ing. In some instances I have personally 
tun them down and invariably the order 
lor the merchandise did not stipulate 
“export packing”. Sometimes the packing 
's adequate but the wood, cardboard, or 
paper may give an acid reaction, which 
causes corrosion, and of course, may do 
more harm than good. Several members 
lave complained of bad experience of 
commodities shipped in paper bags. 

As long as underwriters will insure 
such shipments “All Risks” so will these 
shipments continue, and steamship com- 
panies should not be blamed for accept- 
Ing this packing, although they, the 
steamship companies, should draw the 
line somewhere. They do accept three- 
bly bags when the bags should probably 
€ six-ply with a waterproof liner. 

As with unboxed automobiles, most 
steamship companies rely upon a legal 
decision to avoid “any” responsibility. 

Ss, in my opinion, is wrong. In the 
tase of shipments of unboxed auto- 
Mobiles, it has lead most steamship 
Mpanies into stowing them too close 
‘gether (thereby causing excess minor 


many 





damage), which before the 


generally not done. 

It does not seem to be generally known 
that steamship companies in several 
trades do not tally cargoes as was done 
pre-war. In some trades this may or may 
not be more economical for them, but 


war Was 


for underwriters it has not been satis- 
factory. 
Asked to Supply Information 

As we are usually informed of re- 
searches into troublesome areas in the 
shipping business we are asked to supply 
information on such things as the evalua- 
tion and control of sweat damage, regula- 
tion regarding the safe stowage of cotton 
on shore and on ships, etc. 

As with industry, the use of films for 
educational purposes in the steamship 
and insurance business is grow-ng, and 
I hope the committee will be the means 
of acting as an Exchange for these films 


between 
poses. 


Some years ago I suggested that under- 
writers could help by getting trade 
organizations to establish proper pack- 
ing specifications for ‘each trade, which 
would be used by all concerned, taking 
that element out of price competition, so 
that the product had a good chance of 
arriving at destination in sound condition. 
No one country has a monopoly of any- 
thing today, and those that deliver their 
goods in sound condition will get the 
re-orders. 


(Continued on Page 30) 
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Three New Inland Interpretations 


The Committee on Interpretation of 
the Nation-Wide Marine Definition has 
issued three new interpretations dealing 
with seed and baled cotton floaters, ex- 
tension of coverage under the personal 
property floater, and trampolines. All 
three queries were answered in their 
negative as not conforming to the defini- 
tion. The queries and replies follow: 


Interpretation No. 153, Seed and Baled 
Cotton Floater 

Inquiry: The pertinent portion of the 
policy in question reads: “l. This policy 
covers on seed cotton, baled cotton and 
cotton seed: 

“(A) Seed cotton while loaded on 
vehicles. To cover seed cotton while in 
transit from the field to the gin, and on 
gin premises (but only while loaded on 
vehicles) in the care, custody, and con- 
trol of the assured, or for which the 
assured may be legally liable, or have the 
responsibility of providing insurance cov- 
erage. Customers’ seed cotton in transit 
is not covered unless the customer has 
agreed prior to beginning of current 
ginning season to have all his cotton 
processed at the gin described in this 
policy. 

“(B) Seed cotton in seed cotton 
house(s). To cover seed cotton in seed 
cotton house(s) on gin premises of the 
assured. 

“(C) Baled cotton on gin premises. To 
cover baled cotton while temporarily 
situated in the open on gin premises 
awaiting shipment; while in _ transit 
from gin premises to railroad platform, 
cotton yard, warehouse, or compress 
within...... miles of the gin. Coverage 
to cease when baled cotton is unloaded 
at first storage location, except when de- 
livery is made to a railroad for ship- 
ment, in which case liability ceases when 
bill of lading has been issued, but in no 
event to exceed 48 hours after baled cot- 
ton is removed from the vehicle(s)). 

“(D) Cotton seed on gin premises. To 
cover cotton seed on gin premises await- 
ing shipment, while in transit, and un- 
til unloaded from vehicle(s) at destina- 
tion.” 

Is the policy classifiable as inland ma- 
rine insurance ? 

Opinion: Negative since it does not 
conform to Definition Section 1 C. 2. 


Interpretation No. 154, Personal Property 
Floater-Credentials-Forgery-Liability 


Inquiry: “At the present time our 
personal property floater grants the fol- 
lowing coverage: ‘$500 on notes, secur- 
ities, stamps including philatelic prop- 
erty, accounts, bills, deeds, evidences of 
debt, letters of credit, passports, docu- 
ments, railroad and other tickets.’ 

“We now propose to change the above- 
quoted section to read: 

“$500 on notes, securities, stamps in- 
cluding philatelic property, accounts, 
bills, deeds, evidences of debt, letters, 
of credit, credit cards, credit plates, pass- 
ports, documents, railroad and other 
tickets. This shall include reimburse- 
ment of money actually paid by the 
insured, due to his legal liability, for 
purchases or charges made with lost or 
stolen credit credcutials when their use 
was accomplished by forgery of the in- 
sured’s signature.” 

Would the proposed change be con- 





NEW GAB BRANCH OFFICE 


Effective December 1, the General Ad- 
justment Bureau, Inc. opened a new 
branch office at Thornwood, N. Y. Ed- 
ward Reiser has been appointed man- 
ager of new office. Mr. Reiser joined 
the bureau as an adjuster at Patchogue, 
N. Y., in 1952. He graduated from the 
bureau fire school and business inter- 
ruption school. 


sistent with the marine definition? 
Opinion: Negative. 
Interpretation No. 155, Trampolines 


“er 


Inquiry: “The trampolines are fixed 
at ground level over open pits and used 
commercially as an amusement enter- 
prise. The entire area in which they are 
located is fenced in to prevent use dur- 
ing the hours when not in operation. 
The trampolines are moved from the 
pits only during threatening weather and 
whenever the enterprise is closed for a 
period of time.” 

Is insurance of these trampolines clas- 
sifiable as inland marine under Section 
E. 2. (m) of the Definition? 

Opinion: Under the stated circum- 
stances, negative. 





Jackson Report 
(Continued from Page 29) 


The International Union has acted 
as a sounding board for some of the 
matters that were considered and adopted 
at the recent Safety of Life at Sea 
Convention, some of which were first 
originated in our committee; e.g., 

(1) The uniform classifying and label- 
ling of dangerous goods for air, sea and 
land transit; 

(2) The need for better fire protection 
in engine room lower spaces; 

(3) The use of ship to ship telephones 
when in confined areas, such as lakes, 
rivers, estuaries, harbors, etc.; 

(4) Proper stowage regulations for the 
carriage of cargoes of ore; to mention 
some of the more recent examples. 


Country Damage on Cotton 


Prior to World War II a few large 
shippers had foreign sales representatives 
who adjusted differences with clients, in- 
cluding what was called “Country Dam- 
ages”. These were of a minor amount. 
The average shipper not having the 
benefit of a foreign sales organization 
asked his insurance company to let him 
have the use of the insurance company’s 
foreign claims agents for that purpose. 
This was done for a small fee on every 
bale shipped, and at the end of the year 
any balance less expenses incurred was 
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returned to the shipper. 

From this you will see that “Country 
Damage” was never considered to be an 
insured peril. In those days marine insur- 
ance was on a named peril basis, so there 
were no border line claims between the 
marine cover and country damage. 

After the War, cotton insurance was 
highly sought after, and underwriters 
who did not know the background com- 
peted for the business on an all risks 
basis, and gave insurance of country 
damage, not only on exports, but also on 
shore for a flat rate, i.e., no refund. The 
shore coverage was later dropped as it 
did not take long to learn of the mistake 
that was made. However, insofar as 
country damage on exports go, tied in 
with an all risks cover it is not hard to 
realize the claims agents dilemma in 
trying to differentiate between marine 
claims and claims for country damage. 

It must first be recognized that the 
problem of country damage has been 
brought about by the almost complete 
lack of understanding of the term “Coun- 
try Damage” and the interpretation of 
country damage coverage. 


Definition of Damage 


The United States Department of 
Agriculture’s definition of country dam- 
age reads as follows: “Country damage 
or weather damage is the damage or 
deterioration of the fiber caused by the 
absorption of excessive moisture from the 
exterior which may result from the ex- 
posure of the bale to the weather or 


from storing it on damp ground or 
floors. ; 
“Weather damage is easily distin- 


guishable by the discoloration of the 
fibers and their weakened character. If 
the damage is excessive, the fibers be- 
come heavily stained and moldy and 
matted together stiffly like starched felt. 
In some cases they may even lose the 
appearance of fibers altogether. Dam- 
aged bales, to be merchantable, must be 
reconditioned by having the damaged 
fibers entirely picked off.” 

As an accepted practice of the trade, 
it is also understood that country dam- 
age includes dust and sand, forced into 
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the bale by the elements and _ other 


concealed damage from country of origin, 


The term country damage does not and 
should not include such matters as 
stained, dirty or torn bagging and rusty 


bands. Nor does it include any of the} 


regularly insured transit hazard such 
as carbon black or oil stains, contamina- 
tions from other cargo, and all other 
damages covered under the all risk 
provisions of the policy. 

What the cotton buyer wants is fibre 
in good condition and of the grade and 
staple he ordered. How the bale looks 


upon arrival, provided it is intact show-} 


ing only normal transit handling dam- 
age, should not enter into the picture 
at all. 

_ Cotton and its baling have not changed 
in 50 years. How is it that cotton shipped 
in domestic trade runs _ substantially 
claims free, while cotton which has been 
specially prepared for export brings 
claims from many consignees in certain 
areas. In the first place, very rarely 
is a claim presented where it is proven 
that the fibre is damaged. Most of those 
cases that have been proven, were ship- 
ments of wet cotton that heated on the 
voyage. 

In the normal course of events such 
claims should be paid for by the shipper, 
or by whoever prepared the shipment 
for export (often a compress warehouse). 
Very few shippers ever see the cotton 
they export, and those that are reliable 
pay the compress warehouse to prepare 
the cotton for export. Unfortunately, 
most private shippers do not check upon 
those bailees, neither have they been 
made contractually liable, and so escape 
paying for their omissions. This situation 
should be corrected. There is consider- 
able tightening up to be done on the 
part of most cotton shippers. In recogni- 
tion of this, the American Cotton 
Shippers Association has initiated steps 
which, if followed, should bring about 
some improvement, 


Mechanical Packers 


With the increased use of mechanical 
packers there has been a deterioration 
in the character and spinning qualities 
of a fairly large proportion of the Amer- 
ican crop. It is partly this deterioration 
which has caused trouble in the trade 
and increased claims to be made for 
country damage. Shippers must promptly 
take effective measures to correct the 
serious mishandling of the unquestionably 
damaged portion of the crop. 

The over-eager buyer of cotton at 
cheap prices has been a large source 0! 
the trouble, and underwriters have not 
been protected by a grade being allocated 
that would warn everybody concerned 
In any event, such buyer has in most 
instances claimed for country damage, a 
if he bought sound cotton in the first 
instance. j 

Today steamship companies do a fairly 
good job of inspecting cotton before 
acceptance, and arrange reprocessing 0! 
bales in most cotton ports, so that bales 
are intact and in normal condition when 
put on board. (There is now a reliable 
instrument that will measure the humid- 
ity of a bale very simply so there 
no reason now why sodden bales be 
shipped.) In conclusion, many claims 
that are presented as country damagt 
are beyond the true meaning of country 
damage. Shippers should arrange thei’ 
own machinery in the cotton trade ' 
handle such matters, as the responsibility 
for shipping sound cotton is solely theirs 
There is nothing fortuitous about # 
country damage claim. 

(To be Concluded) 
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Jordan for Extending 
D.C. Casualty Rating Act 


TO ACHIEVE O’MAHONEY AIMS 





District of Columbia Insurance Super- 
intendent Lists Advantages of 
Broadening 1948 Rating Act 





The objectives of 
O’Mahoney’s “model” 
District of Columbia 
complished” by broadening the 1948 
District Casualty Rating Act to cover 
the types of insurance now regulated by 
the 1944 Fire Rating Act, District of 
Columbia Insurance Superintendent Al- 
bert F. Jordan has told the District 
Board of Commissioners. 

The casualty rating act, as well as the 
fire rating act, would be repealed by the 
O'Mahoney bill. They would be replaced 
by a single comprehensive measure 
which, according to Sen. O’Mahoney (D., 
Wyo.), represents the Senate Judiciary 
Antitrust Subcommittee’s views resulting 
from its hearings on state rating laws 
and practices. 

This proposed measure would abolish 
the mandatory fire rating bureau system. 
It also would make rates effective im- 
mediately upon filing with the insurance 
superintendent and without his prior ap- 
proval, However, it would permit him to 
reject filings after appropriate hearings. 

The O’Mahoney bill is expected to be 
re-introduced in the next Congress, and 
it will be referred to the Senate District 
of Columbia Committee. Hence District 
Committee Chairman Alan Bible (D., 
Nev.) has asked the District Commis- 
sioners and the Washington Board of 
Trade for their views on the bill. 


Opinion Not Made Public 


Superintendent Jordan’s opinion was 
expressed in a memorandum filed with 
the Commissioners but not yet made 
public. 

If the casualty rating act is extended 
to cover regulation of the fire business, 
the mandatory bureau membership re- 
quirement would be eliminated, Mr. 
Jordan pointed out. Also, the “oppor- 
tunity for competition, the need for 
which is stressed by Sen. O’Mahoney,” 
would be fulfilled. 

The Act “permits direct filings and 
provides that they may become effective 
immediately,” he stated. 

“Admittedly, it does not provide for the 
regulation of advisory organizations to 
the extent provide under (the O’Mahoney 
bill), but in 12 years this has never 
proved to be disadvantageous. In any 
event. there is just as much authority 
in the present law to stop any offensive 
activity on the part of advisory organiza- 
tions as is proposed under (the O’- 
Mahoney bill) . (The casualty rating 
act) now gives authority to the Super- 
intendent ‘to issue an order, after a 
full hearing to all parties in interest 
requiring any group, association, or 
organization of companies and the mem- 
bers thereof to cease and desist from any 
unfair or unreasonable practices.’ 

“It is my opinion, therefore, that the 
Objectives sought by Sen. O’Mahoney 
could best be accomplished by not re- 
Pealing the casualty rating act and there- 
by discarding provisions which have 
Proved satisfactory for more than 12 
years, Instead, I would merely enlarge 
it by a simple amendment to its scope 
section . . . so as to make it include all 
of the kinds of insurance now regulated 
under the Act of 1944.” 

Not only does the casualty rating law 
fulfill the obiectives aimed at by Sen. 
O'Mahoney, Superintendent Jordan de- 
clared, but it also contains a number of 
strong regulatory provisions which are 
hot included in the proposed measure. 


Sen. Joseph C. 
rating bill for the 
“could best be ac- 








J. P. Coffay Joins Houston 
Fire & Casualty as V. P. 


John P. Coffay, Jr, who has a back- 
ground of 35 years in the casualty-surety 
business, has joined the Houston Fire 
& Casualty of Fort Worth, Tex. as vice 





JOHN P. COFFAY, JR. 


president in charge of its casualty under- 
writing department, it is announced by 
; Ferguson, Jr., president of that 
company. Mr. 


Coffay had_ previously 

been vice president of Massachusetts 

‘| : . " f ite T 7 , 

3onding in charge of its New York 
branch office. 


A native of Baltimore, educated at 
Johns Hopkins University, Mr. Coffay 
started his insurance career with Mary- 
land Casualty in 1925, In 1941 he joined 
the American-Associated Group as its 
resident vice president in New York. 
He was made full vice president of the 
company in 1953. 

Mr. Coffay served as chairman of the 
Casualty Managers of New York. 
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Franklin Vanderbilt, 71, 
Dies Following Accident 


HIT BY CAR UPTOWN NEW YORK 





Served Indemnity Co. of N. A. with 
Distinction as N. Y. Resident V. P.; 
54 Years in Business 





The death of Franklin Vanderbilt, 
resident vice president, Indemnity In- 
surance Co. of North America in New 
York, on Thanksgiving Day following 
injuries sustained on November 17 when 
he was struck by an automobile uptown 
New York, came as a shock to his many 
friends and associates. The accident oc- 
curred while Mr. Vanderbilt was on his 
way to attend a dinner party at the 
Carlyle Hotel at which George Avery, 
U. S. F. & G,, in his capacity as Casualty & 
Surety Club president was the host. It is 
an annual tradition for the club’s pres- 
ident to invite its past presidents to 
dinner prior to the Christmas dinner, 


and Mr. Vanderbilt was a past presi- 
dent. He was rushed to Lenox Hill 
Hospital. 


Mr. Vanderbilt marked his 71st birth- 
day on August 25. Born in Jersey City, 
N. J., he was a descendant of Garret 
Hendricksgen of Deventer, Holland, who 
settled in Manhattan in 1636. In a per- 
sonality story about him which appeared 
in The Eastern Underwriter in Decem- 
ber, 1955, Mr. Vanderbilt was given the 


distinction as dean of William Street 
casualty executives. He was then ap- 
proaching his 50th anniversary in the 


business and with no thoughts of retiring. 

This article also emphasized that “he 
had displayed courage and skill in mak- 
ing money for the Indemnity Co.” 

In his position with his company Mr. 
Vanderbilt was responsible for under- 
writing some of the largest and most 
complicated insurance risks in the coun- 
try. They included the Nautilus, the 
Navy’s first atomic powered submarine, 
and the Port of New York Authority’s 
third tube of the Lincoln Tunnel. 


Started With Aetna Life as Office Boy 


He began his 54-year career in 1906 
as a $5 a week office boy with the 
Aetna Life’s casualty department, New 
York. By the time he left the company 
in 1911, he was performing all the duties 
of an underwriter. 

During the next 22 years, he served 
with Royal Indemnity, advancing in its 
head office to vice president, and the 
Constitution Indemnity, then an affili- 
ate of the Fire Association in Philadel- 


ia. 
In 1933, he joined the Indemnity Com- 
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pany as manager of its New York Office, 
winning promotion to resident vice pres- 
ident in 1952. Under his management, 
the New York branch produced such out- 
standing results that it has consistently 
received the John A. Diemand President’s 
Trophy, awarded each year for the best 
all-around branch office record of per- 
formance. 

Mr. Vanderbilt was a member of the 
Drug & Chemical Club of New York, 
the Siwanoy Country Club, New York 
Insurance Society, Casualty Managers 
Assoication, and a past president of the 

Casualty & Surety Club. He resided in 
Perweeses Me N. 

He is survived by his widow, Mrs. Elsie 

Carling Vanderbilt; a daughte r, Mrs. 
3ates Huffaker of Kansas City, Mo.; a 
son, Franklin Vanderbilt, Jr., of Bronx- 
ville; two sisters, Mrs. Donald Mac- 
Gregor and Mrs. Ernest Hilbert, both of 
Rutherford, N. J., and two grandchildren. 





HENRY S. BEERS NEW CHR. 





Heads Executive Committee of Connecti- 
cut Ins. Information Office; Manager 
F. T. Ahearn Reports at Annual Meet 

Henry S. Beers, president of the Aetna 
Life Affiliated Companies, was elected 
chairman of the executive committee of 
the Insurance Information Office of Con- 
necticut at its recent annual meeting in 
Hartford. 

The member companies of the execu- 
tive committee, elected at the same meet- 
ing in addition to the Aetna Life, are, 
Aetna Insurance Co., Connecticut Mu- 
tutl Life, New London County Mutual 
and Security-Connecticut Group. 

An exhibit of the work of the office, 
and exhibits of work done by children 
at the family finance workshops at the 
University of Connecticut were on dis- 
play at the meeting. 

Francis T. Ahearn, manager of the of- 
fice, reported on 1960 activities. 





FRANCIS KIWANIS PRESIDENT 

Charles W. Francis, vice president of 
Service Review, Inc. New York, in 
charge of sales, was recently elected 
president of the Kiwanis Club at Irving- 
ton-on-the-Hudson, N. Y., where he re- 
sides. The annual show of the club, 
being held December 2-3, is under Mr. 
Francis’ direction. 





MRS. DE NOYELLES BEREAVED 

Sympathy is expressed to Mrs. Dorothy 
C. de Noyelles, corporate secretary of 
American Fire & Casualty of Orlando, 
Fla., in the death of her husband Novem- 
her 20 Mr. de Noyelles had been in the 
hospital, apparently progressing satis- 
factorily, but took a turn for the worse. 
IIc was buried on November 22. 





HORNBY JOINS STEVENS 
Frank Hornby, Jr., has been appointed 
manager of the insurance department of 
J. P. Stevens & Co., Inc. of New York. 
Mr. Hornby, succeeds the late C. Stanle y 
Hamilton. 
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Arne Fougner Issues 
Challenge to Industry 


ON FULFILLING VITAL NEEDS 


Christiania General President Believes 
Rehabilitation of Auto Accident Victim 
Must Replace Court Payment Concept 


“They tell me I’m ten years ahead of 
time,” said Christiania General’s presi- 
dent Arne Fougner last week to the 
Young Men’s Board of Trade of New 
York. “Well I think they’re wrong. I 
think the industry is ten years behind 
time.” 

Again Mr. Fougner was talking about 
the need for companies to have a philos- 
ophy of accident rehabilitation—rather 
than one of arbitrary monetarial awards 
with little regard for the victim. And 
again he had an interested audience. 

Mr. Fougner who first saw the need 
for such a philosophy some six years 
ago, told a group of young business men 
at the Beekman Street Restaurant, that 
whenever private enterprise fails to oper- 
ate vigorously with justice to all, the 
Federal government intervenes. 

Pointing to the “sea of public disgust” 
in the auto insurance field, he called court 
aw ards too high and said they must come 
down. “But are we explaining and justify- 
ing between fair and unfair awards to 
the public?” he asked. 

“Public relations became poor when 
we started raising rates,” Mr, Fougner 
stated, “so we form insurance informa- 
tion institutes. But still are we filling any 
need or vital need?” It is his_ belief 
that the auto insurance industry 1s not. 


Short Term Profits, Not Fulfilling Need 


“In the early days,” Mr. Fougner 
continued, “when automobiles were new, 
drivers had to be protected. Well, we 
are still indulging in this ‘horse and 


buggy’ thinking—but now we have 
70,000,000 drivers. The Sunday driver 


is now a minority. Cars have now become 
a necessity. 

Citing the increasing number of auto 
accidents and fatalities each year, the 
speaker emphasized that “in defendi ing 
the driver alone, we are not recognizing 
or fulfilling a vital need. Rather, we are 
thinking of short term profits and not 
of saving money in the long run and 
increasing the industry’s stature. 

“I’m told rehabilitation is all right in 
workmen’s compensation but not in third 
party liability. | answer that in the hos- 
pital you see damn little difference with 
the possibility that auto accident victims 
are worse off mentally and physically. 

“I’m also told,” he said further, “that 
in workmen’s compensation we can 
control a case because we have a contract 
and since we have no such contract in 
the auto insurance field we can’t sell 
rehabilitation. My answer to that 1s 
‘how can insurance companies sell re- 
4-5 mean if they don’t know what it 


» Mr. Fougner disclosed that now many 
accident victims lie around hospitals as 
their spirit lags and help comes months, 
maybe years too late. Speaking specifi- 
cally of amputees, he brought out that 
the victim is usually placed in the nearest 
available hospital and allowed to drift. 
Often physical exercise and mental prep- 
aration which is so vital is ignored and 
as soon as the patient is outfitted with 
an artificial limb, is discharged. 

Turning to American Re-Insurance 
Vice President John A. Sellon, who was 
in attendance, Mr. Fougner said: “John, 
that would be like sending your son to 
a paint shop for paint and brushes. Then 
when he had bought them, telling him 
‘okay, you’re on your own, you're a 
painter now.’” 


Should Recognize Time and Team Factor 


Mr. Fougner then distributed a pam- 
phlet on the immediate management of 
sereve maxillofacial injuries and in doing 
so stressed the importance of plastic 
surgery. 

Getting to the core of his argument, 
the speaker was emphatic in his opinion 
that the auto insurance industry should 
recognize the time and team factor in 
getting the accident victim well. “We 


ARNE 


FOUGNER 


should not think in terms of abstract 
money,” he declared, “of how much will 
it cost, or what it will take for our 
adversary to yield. 

“We are allowing too many of these 
cases to go to courts. Furthermore, jury 
sympathy always gets the defendant 
more money than it would have cost if 
we had thought about repairing the 
injury at the start. 

“I’m not talking lofty principles,” he 
said. “The figures reveal that at least 
ten are maimed for every one killed. But 
I’m not talking about figures, I’m talking 
about people. At least four or five people 
are affected or concerned when one 
person is injured in an auto accident; 
that is one or 1% million each year who 
see insurance work. In front of these 
people we have a challenge.” 

To the assertion the plaintiff attor- 
neys always oppose rehabilitation, Mr. 
Fougner answered that “not every law- 
yer is a crook.” He brought out that 
success could be attained “if we started 
slowly with a few decent lawyers who 
believe in getting the victim well.” 

Mr. Fougner declared: “I will not 
admit we are impotent. All talents are 
not on the side of plaintiffs. When they 
refuse to cooperate we should hold them 
up to the public. Maybe jurors would 
be more sympathetic to our point of view 
if we convinced them that rehabilitation 
will work.” 

He then urged an insurance fund for 
rehabilitation which would have the 
following four functions: 1) Education 
and publicity; 2) publicize rehabilitation 
(“We are in the business to get people 
well”); 3) sponsor research into the re- 
habilitation field, and contribute to equip- 
ment at rehabilitation centers. (“To date 
the industry has not contributed 1/10 
of 1%”) and 4) acting as not to neglect 
the victim, saying: “He’s none of my 
business.” 

“Plaintiff attorneys are egging us on,” 
Mr. Fougner stated, “inviting our entry 
into the field. But the insurance industry 
will refuse to come forward. No one 
will even challenge me—and its coward- 
4 ” 
ice. 


Gossett, Holbrook Made Bond 
Sup’ts by Hartford A. & I. 


Sterling D. Gossett has been promoted 
to bond superintendent at the Indian- 
apolis office of the Hartford Accident & 
Indemnity. George T. Holbrook, Jr. was 
named bond superintendent at Syracuse, 
N. 





Mr. Gossett, assistant bond superin- 
tendent since July, 1959. became asso- 
ciated with the Hartford in 1957 after 
12 years experience in bond, claims and 
special agent work. He attended In- 
diana University and during World War 
II served with the Army. 

Mr. Holbrook, a gr raduate of Washing- 
ton & Lee University joined the com- 
pany’s home office bond department in 
1957. In Dec. 1958, he was named bond 
special agent at Syracuse. 





NBCU Ready With Its 
Simplified Auto Manual 


200000 BEING DISTRIBUTED 


After Months of Research and Study 
by a Special Committee Manual Rules 
and Application Now Clarified 


A completely new, easy-to-use auto- 
mobile casualty manual is being distrib- 
uted to 200,000 agents, brokers, company 
employes and _ others, the National 
3ureau of Casualty Underwriters an- 
nounces 

Completely revised editorially for the 
first time, the new manual is the result 
of months of research, study and decision 
by a special NBCU committee of com- 
pany personnel appointed to simplify and 
clarify the manual rules and their ap- 
plication, 

The new manual is effective De- 
cember 1 in all states and territories 
except Massachusetts, New York, North 
Carolina and Texas. It is expected to 
become effective in additional states at a 
later date. 

All manual rule and state exception 
sheets have been reprinted but in the 
case of most states the rate and territory 
sheets remain unchanged. Therefore 
manual holders will retail the present 
rate and territory sheets for use with the 
new manual. 

The revised manual is printed in a new 
type face and it includes many editorial 
innovations, 

In the revised manual the rule provi- 
sions are arranged in the order in which 
they must be considered in determining 
their applicability to a specific risk. 
Where the rule does not apply under 
certain circumstances, it is so stated at 
the beginning of the rule. The remainder 
of the rule is so arranged that the person 
using the manual need read only to the 
point where he reaches a classification 
and rate which fits the exposure of the 
risk involved. Beyond that point, there 
will be no additional provisions applicable 
to his risk. Furthermore, an outline 
procedure allows every paragraph to be 
identified by its letter or numerical 
designation. 


Rule Sections Changed 


Several rules have been shifted for 
greater convenience of users. For in- 
stance, the fleet plan rule has been moved 
from the miscellaneous rules section to 
the general rules section because it ap- 
plies to risks written under other rules 
in all other sections, Also, the medical 
payment rule has been moved from the 
general rules section, and _ pertinent 
provisions have been included with the 
rules applicable to different classes of 
automobiles on which medical paymen‘s 
coverage may be afforded. Thus, the 
provision relating to medical payments 
coverage for hired automobiles appears 
in the hire automobile rule, and the 
provision for medical payments coverage 
for risks written under a garage payroll 
policy appears in the payroll basis rule 
in the garage section. 

The presentation of information re- 
garding coverage afforded under auto- 
mobile liability policies has been stream- 
lined with emphasis on that which is 
necessary for classifying, rating and 
determining eligibility of risks. It was 
believed that the extensive coverage in- 
formation previously included was no 
longer necessary. 





DELAWARE MOTORISTS TO SAVE 

Many Delaware motorists will be able 
to obtain substantial savings on their 
automobile insurance as a result of the 
introduction of the Mutual Insurance 
Rating Bureau’s Package Automobile 
plan which went into effect recently. 

Important features of the new program 
include a newly designed, economy type 
policy providing a “package” of auto- 
mobile liability, medical expenses and 
uninsured motorists coverages at a con- 
siderable premium saving for many 
motorists, optional use of individual risk 


rating plans, variable policy periods, 
single limit of liability with optional 
ranges, and alternative classification 


plans. 


HOLD 16TH ANNUAL DINNER 


117 Members of Phoenix of London’s 
Quarter Century Club Attend N. Y. 
Party; Miner New President 

The ‘Phoenix of London Group’s Quar- 
ter Century Club, New York Chapter, 
recently held its 16th annual dinner at 
the Hotel Pierre, N. Y. Similar dinners 
were held by the Chapters in Boston, 
Chicago, San Francisco, Dallas and 
Philadelphia. 

Club President William Solomon “ss 
master of ceremonies. There were 117 
members attending including a_ special 
guest, Ronald K. Bishop, from the Lon- 
don head office. 

The officers unanimously elected for 
1961 are William A. Miner, president; 
William O. Voltz, vice president; Doug: 
las H. Davies, secretary, and Helen M. 
Davis, treasurer. Elected to the execu- 
tive committee were William C. Harris, 
W. Fred Ballou and William Solomon. 

William C. Harris, president and U. S. 
manager of the Group, installed incom- 
ing President Miner. Stanley Melba and 
his Society Orchestra provided dinner 
and dance music. 





Bertram, Bent and Sinclair 


Elected by INA Directors 


At a recent Indemnity of North Amer- 
ica board meeting, Henry C. Bertram 
was elected secretary- burglary, and Roy 
H. Bent and Hugh M. Sinclair were 
elected assistant secretaries, President 
John A. Diemand announced, The new 
elections will be effective January 1, 1961, 
when the unification of the indemnity 
company and the Insurance Co. of North 
America will be completed. 

Mr. Bertram, a graduate of Wharton 
School of University of Pennsylvania, 
joined INA as a special agent in 19235, 
In 1929 he joined the burglary depart- 
ment of Indemnity of North America 
and subsequently became superintendent, 
He was named assistant secretary in 
1953. ‘ 

Mr. Bent, who joined INA in 1951 asa 
casualty underwriter at the company’s 
New York office, was appointed assistant 
manager of that office in 1957. He is a 
graduate of St. Lawrence University. 

Mr. Sinclair began his career with 
INA in 1955 as a superintendent in the 
home office surety bonding department. 
Previously, he was a surety underwriter 
with the Hartford Accident & Indemnity. 
He is a graduate of Yale University and 
attended Harvard School of Business 
Administration. 





Rennie, Peirce to Address 


Insurance Teachers Dec. 29 


Non-academic speakers at the annual 
meeting of American Association of 
University Insurance Teachers, St. Louis, 
Dec. 28-29, have been announced by John 
S. Bickley. professor of insurance, Uni- 
versity of Texas, program chairman. 

Jerome Pollack, program consultan', 
Social Security Department, UAW, will 
present a paper on “Changing Industrial 
Relations Concepts and Their Impact 
on Pensions & Group Insurance” to the 
Dec. 28 session. Serving as session chair- 
man will be W. T. Beadles, Illinois 
Wesleyan, while M. T. Wermel, Univer- 
sity of Hawii, will be a discussant. Dur- 
ing an ev ening session that day, devoted 
to a review of current research projects, 
William Aldrich, “The Spectato-,” will 
report of “All Line Insurance Groups.” 

On Dec. 29, Robert A. Rennie, vice 
president, Nationwide, will deliver a 
paper on “The Measurement of Risk.’ 

Frederick M. Peirce, president, Gen- 
eral American Life, St. Louis, will speak 
to the closing luncheon December 29 on 
“Responsibilities of the Insurance In- 
dustry.” 





Lewis B. Merrifield Dies 


Lewis B. Merrifield, who retired from 
General Accident Fire and Life Assur- 
ance Corp. as claims manager last year, 
died recently in Bryn Mawr Hospital 
He was 72. 


outside of Philadelphia. 
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Henry Moser Feted at 

N. Y. Dinner Party 
INS. COMMISSIONERS ATTEND 
Join With His Fellow Officers and 


Friends in Tribute as Retirement 
Nears; Stays on Allstate’s Board 








Henry S. Moser, senior vice presi- 
dent of the Allstate, who is retiring at 
the end of 1960, will not soon forget the 
dinner party given in his honor Sunday 
evening, November 27, at the St. Regis 
Hotel, New York. Arranged by Judson 
B. Branch, president of the Allstate, the 
affair was attended by over 100 close 
friends of ‘Mr. Moser, including his fel- 
low officers and many of the State In- 
surance Commissioners and their wives 
who were in New York to attend the 
NAIC midyear meeting. 

Due to sickness in his family, Mr. 
Branch could not attend, but in his place. 
Calvin Fentress, Jr., board chairman of 
the Allstate, the chief host and 
extended a gracious welcome to the 
guests. Mr. Fentress said thet while Mr. 
Moser is retiring from the Allstate at the 
year-end, he will continue as a directo- 
of the company “and his counsel will be 
available to us through his old law firm 
in Chicago.” This is the firm of Son- 
nenschein, Lautmann, Levinson, Rieser, 
Carlin & Nath, in which Mr. Moser has 
been a partner for many years. 

Mr. Fentress also mentioned that 
Mr. and Mrs. [Moser plan to spend the 
winter months each year at Cuernabacia, 
Mexico, and in preparation for his sol- 
journ, he is working hard to become an 
expert in Spanish. 

In paying tribute to the guest of honor, 
Mr. Fentress also spoke of his devotion 
to the Allstate over a period of 29 years 
of association. He has been an officer 
of the company for about a decade, but 
before that was intimately associated 
with its affairs when his law firm handled 
the Allstate account. This was turned 
over to the firm, Mr. Fentress explained, 
by Julius Rosenfeld, who was then board 
chairman of Sears Roebuck, Allstate’s 
parent company. 

Mr. Moser beamed as Calvin Fentress 
spoke of his substantial contributions, 
not only to the Allstate, but to the insur- 
ance industry as a whole. He played a 
leading role in the drafting of the All- 
Industry rate regulatory bills following 
enactment of Public Law 15 which he 
also helped to draft. 

As one of the organizers of National 
Association of Independent Insurers, he 
served as its first president and has been 
unceasing in his devotion to that organ- 
wation throughout its 15-year career. 
He also had a lot to do with the enact- 
ment of the New Jersey Unsatisfied 
Judgment Fund Law which is an alter- 
nate to compulsory automobile insurance. 


Sam Beery Salutes Mr. Moser 


Speaking on behalf of the NAIC of 
which he is president, Sam N. Beery, 
Colorado Insurance Commissioner, was 
introduced by Toastmaster George H. 
‘line, vice-president-general counsel of 
the Allstate. ‘His first few words of 
greeting were in Spanish. Translated 
they were a welcome to Cuernabacia. 
ommissioner Beery then credited Mr. 
Moser with having directed the entry 
of the Allstate into all 50 states of the 
S.A. and into Canada. He also set up 
a Swiss subsidiary—the Aldstadt Ver- 
‘icherungs of Zurich. 

The presence of so many Insurance 
ommissioners was gratifying to Henry 
Moser, including as they did two Can- 
adian officials as well as the state super- 
‘sory officials and some former New 
ork Superintendents of Insurance. 


Attended First NAIC Meeting in 1932 
In an appreciative response Mr. Moser 
said that he had been the recipient of 


More than his share of the Lord’s bless- 
igs. Retiring from Allstate at the age 


was 





Moffett Studio 
HENRY S. MOSER 


of 60, he hopes for many years of leisure- 
ly living with his wife, Ruth, his two sons 
and three grandchildren, He warned his 
friends at the dinner not to count him 
out of the business as he plans to resume 
his law practice and keep up his indus- 
try contacts. 

He attended his first Insurance Com- 
missioners’ meeting in 1932 and_ since 
then has been present at 56 consecutive 
gatherings of NAIC. “It seems to me,” 
he remarked, “that I have known 700 
Commissioners and their staff people in 
all these years.” 


Al Bennett at the Piano 


Alfred C. Bennett, special counsel to 
New York Superintendent Thomas 
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Since July |, 1945, thousands of policies protecting many of the country's 
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Thacher on liquidation bureau matters, 
contributed much to the success of the 
evening. Many of those present did not 
know perhaps that he is an accomplished 
pianist. This he demonstrated in ac- 
companying June Winters, well known 
in the professional and entertainment 
world, who sang popular numbers from 
Broadway shows. Toastmaster Kline ex- 
plained that Miss Winters and “Al” 
Bennett had entertained at army hospi- 
tals during World War II as well as at 
other hospitals. One of “Al’s” friends, 
Robert Posnick, a New York attorney 
with a fine baritone voice, also sang, 
his numbers including a duet with Miss 
Winters. 

In a final word to the Commissioners, 
Henry Moser said that the Allstate will 
realize that without the understanding 
attitude of State Insurance’ Departments 
it would not occupy its present position 
in the industry. 





HEAD ‘EM 
OFF 

AT THE 
PASS 





Invariably, the Western hero is faster on the draw, trigger and horse than the outlaws. 
How else could he “bring ’em in?” Insurance-wise, corralling a case is invariably more 
certain when the company you deal with is fast on the service, and generous with it. 
Why don’t YOU draw on the experience and service upon which PUBLIC SERVICE 
MUTUAL has built its reputation—and steady growth—for 36 years. 


Our deviation arrangement and liberal! commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 





10% DEVIATION: 

Automobile bodily injury and 
property damage liability: all 
classes. 





MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 


3 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. » Hempstead: 138 Front St., ROBERT ZMOOS, 
Mgr. * New Rochelle: 245 Hugenot St., W. E. BYRNE, Rep. * Rochester: 10 Gibbs St., 
WM. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. 


Syracuse: 813 State Tower Bldg., JAMES E. MacCOLLUM, Rep. * Miami: 1103 So. 
Miami Ave., THOMAS H. RIGGINS, Mgr. 


Deviations and Dividends shown for New York State; . . . for other states, write New York office. 





Iilinois, Oregon, Washington 
Get NBCU-NAUA Auto Plan 


Approval of a new low-cost auto policy 
and safe driver rating plan filed by the 
National Bureau of Casualty Under- 
writers and National Automobile Under- 
writers Association went into effect De- 
cember 1 in Illinois, Washington and 
Oregon. In all states the “package 
policy” offered which includes liability, 
collision, comprehensive and other insur- 
ance coverages represents a savings of 
10% to most motorists. A further savings 
of 15% will be provided for most drivers 
who by their good driving records, 
qualify for reductions under the safe 
driver insurance plan. 

Changes in premium for $50 deductible 
collision insurance in Illinois result in an 
average state-wide reduction of 2.7%. 
Changes in premium for the lower cost 
$100 deductible insurance result in an 
average state-wide increase of 4.5%. 
Comprehensive insurance premiums for 
passenger cars represent a_ state-wide 
increase of 3.6%. 

For Oregon and Washington motorists 
who qualify, for the special policy the 
following additional discounts will con- 
tinue to apply: a discount of 30% for 
farmers, 25% discount for each additional 
car in the family, 10% driver training 
discount and 10% discount on liability 
and collision insurance for compact cars. 

An automobile physical damage basic 
rate increase of 4% in Oregon is not 
related to the introduction of the new 
policy and plan. This revision is based 
on a review of the latest available loss 
experience data of the companies, which 
in Oregon has begun to climb slighly. 
reversing a previous downward trend 
that permitted rate reductions in 1959 
and 1958. A small, average state-wide 
reduction results in Washington. 





Fireman’s Fund Advances 
Rudlang, Hughes, Williams 


Three major changes in the bond and 
burglary staff of Fireman’s Fund have 
heen announced by President James F. 
Crafts. ‘ 

Martin Rudlang has been transferred 
from Chicago to San Francisco where 
he will be responsible for bond and 
burglary production in the 11 western 
states of The Fund’s pacific and south- 
ern California departments. Mr. Rudlang 
was formerly bond and burglary manager 
for the company’s western department, 
headquartered in Chicago. 

Succeeding Mr. Rudlang as Western 
Department bond and burglary manager 
is Raymond Hughes. Mr. Hughes was 
formerly supervisor of the fidelity and 
burglary division. 

Luman E. Williams has been named 
assistant manager in charge of contract 
surety, internal affairs and the under- 
writing of all bonds and burglary busi- 
ness. Mr. William was superintendent of 
the bond and burglary department before 
his new assignment. 
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Midyear Meeting Of Insurance a eeacicias 


Conference 





Creative Process in 
Ins. Advertising Told 


BY DUESER AT IAC MEETING 

Wade Ad Executive Tells How His 

Agency and Zurich American Quizzed 
Agents, Then Created Mr. Za 

Washington, Dec. 1—A top manage- 
ment that believes in advertising, can 
visualize a creative idea and the results 
that it may accomplish is essential for 
the production of successful campaigns, 
according to Carl J. Dueser of Wade 
Advertising, Inc., Chicago, who addressed 
members of the Insurance Advertising 
Conference at their mid-year meeting 
at the Statler-Hilton here today. 

Mr. Dueser is account executive on the 
Zurich-American account which has this 
year won top awards for its advertising 
from both the IAC and from the Na- 
tional Association of Insurance Agents. 


Could Give the World a Hotfoot 


Talking to the advertising managers 
of 1530 of the nation’s top casualty com- 
panies, he said: “You all know that if 
you were allowed to go to town with 
your greatest ideas that you could give 
the world a hotfoot even if you didn’t 
set it on fire. But someone always stops 


you. If you’re an agency man, it’s the 
client’s advertising manager. If you're 
an advertising manager, it’s manage- 
ment.” 


the idea that an 
work together on 
considered unusual 


Mr. Dueser believes 
agency and a client 
copy is apparently 
“but I’d also like to call it a healthy 
situation which typifies the kind of 
agency-client relationship that produces 
advertising that sells.” You need com- 
plete respect for ideas and an agency 
climate which gives its creative people 
a free mind if not a completely free 
hand, he declared. 

The plans board meeting which be- 
comes “a test of either political strength 
or lung power between the copy chief, 
the art director, the merchandising man- 
ager and whoever else is a member of 
what all too often becomes a debating 
society.” 

Mr. Dueser brought out that creative 
team must know business in general, as 
well as the client’s business, and in the 
case of insurance advertising understand 
both insurance and “quite a bit about 
both federal and state legislation govern- 
ing insurance advertising.” 

The first question to ask in creative 
work he said is: “What is the client 
trying to do?” The obvious answer is 
generally, he added, “increase sales.” He 
asserted that the truth is often far more 
complicated, and involves research, depth 
interviews, and most of all, “the most 
painful thing in advertising—glueing 
one’s pants to a chair and thinking.” 


With a series of projected slides, Mr. 
Dueser traced the creation of Zurich- 
American’s Mr. Za, telling how the 


design of Zurich’s logotype was the start- 
ing point. He also presented through a 
series of photographs how each adver- 
tisement had been repeatedly improved 
from rough to finished art. 

The speaker disclosed that “when we 
started with Zurich the question was 
‘what is the company going to do?’ Next, 
we had to get the facts, then organize 
the facts, and then think.” 


Depth Interviews Undertaken 


What Zurich was trying to do besides 
increasing sales, was to add on to a 
sales organization. “Add on what? Men 
of course but what kind of men? 
Are Zurich agents different?” he asked. 


Wade Advertising thus undertook 
“depth interviews” in which they found 
out: “Zurich agents thought they were 


different, and they were different, but 
the degree of different that they thought 
they were was greater than the degree 
of different they actually were.’ 

Mr. Dueser said Zurich agents believed 
they were different because of their close 


(Continued on ‘Page 35) 


Ad Agency Men Tell How Advertising 
Fills Vital Needs of Insurance 


Washington, Dec. 1—Four advertising 
agency men exchanged ideas on creativity 
in insurance advertising here today be- 
fore an interested group of over 150 in- 
surance advertising managers. Appearing 
on the panel during the first morning of 
the two-day Insurance Advertising Con- 
ference gathering were: 

James C. Brown, vice president, G. F. 


Sweet Co., Hartford; Charles H. Gard- 
ner, president, Remington Advertising, 


Springfield; Sanders Maxwell, former 
associate copy director, Young & Rubi- 
cam, Inc., N. Y.—as of this week, asso- 
ciated with Fletcher, Richards, Calkins & 
Holden, Inc., N. and Robert W. 
Murphey, account executive, N. W. Ayer 
& Son, Philadelphia. 

The general consensus was that insur- 
ance advertising was a most challenging 
commodity because of its intangibility 
and that insurance executives were 
among the best clients to work with. 


An Image of Professionalism 


Mr. Brown said: “Today the market 
for insurance is larger than ever before. 
And the public is more receptive to 
insurance than ever before. The chal- 
lenge is how do we make sure our 
message gets to the buyer at the point 
of sele? And how do we get it there 
ahead of the competition? Here is where 
creative thinking can make a major 
contribution, 

“Our obiective is more con‘act with the 


public. Who, in selling, has maximum 
contact with the public? The reta‘ler 
does. Therefore, think retail. What 


How 


techniques does the retailer use? 


is he able to maintain this constant 
contact with this market? When we get 
ourselves in this frame of mind, we can 
think more creatively about the problem. 
At this point, someone might say, 
“Well, we’re not in the same category 
as a 5 and 10 cent store.” In answer to 
that, “I would like to agree, 100%, and 
add that it is the image of professional- 
ism that is being successfully created 
by the independent agent which will give 
him the edge in a competitive situation.” 
Gardner Amazed by Some Agents 
Mr. Gardner emphasized the impor- 
tance of advertising in any field of in- 


tangible selling—and pointed up the 
benefits—to the company and to the 
agents—of maintaining local identifica- 


tion of the product image which our 
advertising creates. 

“I will never cease 
how some agents seem to continue to 
feel that trying in with the national 
advertising of the companies they repre- 
sent in some way decreases their in- 
dependence,” he stated. “If they're 
ashamed of the products they offer, they 
shouldn’t be selling them. If they’re 
proud of the companies they represent, 
they should be proud to name them out 
loud. 

“It is vitally important 
everything possible to help and_ en- 
courage the independent agents who 
represent us to keep our products ‘out 
on display.’ 

“Every one of us should have a con- 
tinuing program to explain to our home 
office agency department people and to 

(Continued on Page 35) 


to be amazed at 


for us to do 


O’Meara Urges Brand-Consciousness; 
Building of Company Reputation 


Washington, Dec. 1—In a_ keynote 
speech before the Insurance Advertising 
Conference meeting at the Statler-Hilton 
here today, W. J. O’Meara, casualty 
advertising manager for Aetna Casualty 
& Surety, asserted that insurance ad- 
vertising is “coming of age; insurance 
company management is beginning to 
realize that our product is a marketable 
commodity in the same sense as tangible 
products—and one which lends _ itself 
to many of the same modern merchandiz- 
ing and marketing techniques.’ 

Mr. O’Meara, who is IAC vice pres- 
ident in charge of programming, said 
further that advertising men who take 
on the job of communicating the benefits 
of insurance to the pblic are faced with 
a real and difficult challenge. 

With the aid of slides he pointed out 
graphically what this challenge was. 
Projecting a blank slide on the screen 
he declared: “No, our operator hasn't 
goofed. This is it. This is the picture 
of our product. Oh, I realize I could 
have shown a picture of an actual policy. 
But this is really our product. Our 
product is promise—and a promise is of 
itself an intangible thing. Thus the blank 
slide.” 

No Sex Appeal in Insurance 


Beginning with the fact that insurance 
is intangible, Mr. O’Meara brought out 
that “we find we are faced with certain 
limitations in the matter of advertising 
appeals which we can employ to make 
our product seem tangible to the people 
we want to reach.” 

Projecting more slides, he step-by- 
step ruled out insurance sales approaches 
through sensual, anpetite sex and snob 
appeals. “Another big problem,” he added, 
is that our product has no immediate 
utility. You can’t take it home and plug 


it in and put it to work for as a matter 
of fact, it is conceivable that you may 
never have an opportunity to see your 
policy perform the function for which 
it was intended. Thus, we lose the im- 
mediate impact of fast-spreading ‘product 
popularity’ and must resign ourselves 
to a long period of repetious impressions 
in order to build a reputation for our 
company and its products.” 

Said Mr. O’Meara: “Our promise is 
contractual. This means it is necessarily 
defined in technically complex legal 
language. Who among us has not locked 
horns with our legal eagles in an attempt 
to get a piece of copy approved which 
the mass man can understand—yet which 
does not violate the sacrosanct preroga- 
tives of the insurance company lawyer ?” 

Mr. O'Meara believes. however, that 
casualty and property insurance has a 
degree of public acceptance few other 
companies enjoy. The job, therefore, is 
“not how to further increase acceptance 
of an idea which has already been sold, 
but how we must further the concept 
of brand-consciousness in our field.” He 
continued: 

“Now we must talk simply but elo- 
quently about quality versus price; about 


the services of the independent agent 
versus those of the direct-writer; and, 
quite frankly. we must still see The 


Actna versus The Travelers—the Hartford 


versus the Phoenix—the Ohio Farmers 
versus the Zurich—the United States 
Fidelity & Guaranty versus the North 


America—and so on. 

“In this effort,” he concluded, “the 
role of advertising is becoming increas- 
ingly important. Therefore—so is the 
creative challenge both to insurance 
advertising men and to advertising men 
who work on insurance accounts.” 


Anderson Urges More 
Truth in Advertising 


HITS MADISON AVENUE IMAGE 


FTC Commissioner Tells IAC “Advertis. 
sing too Vital to Become Target of 
Ridicule,” Praises Insurance 





Washington, Dec. 1—Insurance Adver- 
tising Conference representatives were 
treated to an informative and interesting 
talk at the Statler-Hilton this evening 
by Banquet Speaker Sigurd Anderson, 
commissioner, Federal Trade Commis- 
sion. 

Under the title “Want to Buy a Trojan 
Horse?” Mr. Anderson discussed FTC's 
relation with advertising in general and 
related several frauds perpetrated on un- 
suspecting consumers during the last 50 
years, 

Mr. Anderson told casualty insurance 
advertising managers that “the industry 
of which you are a member and the 
governmental agency of which I am a 
member have many things in common. 
One of these that is of great importance 
is the desire to develop the attitude of 
‘truth in advertising.’’ 


Commission Has Educational Program 


The Commission, he stated, brings 
about this attitude by direct action with 
cease and desist orders that require 
positive and thorough treatment or by 
use of stipulation and assurances of 
discontinuance where the aggravations 
are not as prononunced as in the cases 
that require orders to cease and desist.” 
He continued: 

“But the Commission also is of the 
opinion that advertisers, by use of self- 
regulation, can promote and make pos- 
sible truth in advertising, and toward 
that end the Commission has an educa- 
tional program of meeting with the 
groups, associations, and organizations 
and telling them what is right and what 
is wrong about advertising practices.” 
Mr. Anderson said it was amazing how 
many people in attendance at such meet- 
ings are heard to remark, “Well, I never 
knew that was wrong.” He added: “In 
order to provide guidance for business 
enterprisers, a series of formal guides 
have been developed by the Commission 
which assist not only business people but 
also the buying public in learning about 
the rightness or wrongness of advertising 
and merchandising. 

“Some of these guides that have been 
developed cover such industries and prac- 
tices as advertising of tires: advertising 
of cigarettes, with special reference to 
nicotine and tar contents of cigarettes; 
the use of fictitious and deceptive pricing 
programs ; the use of guarantees that are 
improperly made; and also about bait 
advertising, which is one of the more 
recent gimmicks in breaking down the 
sales resistance of the American con- 
sumer.’ 

Mr. Anderson emphasized that “we are 
living in a day and age when an article 
or item must be as represented.” He 

said further that in spite of the fact 
that the educational programs in this 
country should have developed _ the 
citizenry to a point where many of the 
articles advertised should be clearly 
recognized as not being as advertised, 

“the fact still remains that everyone has 

a blind spot and that this blind spot is 
aa Achilles’ heel and that that vul- 
nerability costs us a lot of money. 


Better than the Brooklyn 
Bridge 

“Business frauds follow us from the 
womb to the tomb. I guess it can be 
said that the grandchildren of the men 
who sold the Brooklyn Bridge are now 
offering bargains that are better than 
their grandfathers ever thought of.” 

The Commissioner believes it is un- 
fortunate that the Madison Avenue 
image suffers from a loss of prestige and 
added _ that the slip of the Madison 


Bargains 


Avenue image “is not only showing—but 
(Continued on Page 35) 
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Insurance Advertising Conference 





Carl Dueser’s Talk 


(Continued from Page 34) 


relationship with the management, their 
longevity with the company and the 
international aspect of Zurich-American. 
What else did Zurich agents think? Mr. 
Dueser continued: 

“Again telescoping weeks and months 
into minutes, we finally determined that 
while Zurich agents actually were earn- 
ing as much or probably more than any 
other company’s representatives, that 
while they actually dressed as well or 
better, that while they didn’t under any 
circumstances go around shouting they 
were better than anyone else, they still 
had a feeling of being different, and 
being different in a desirable way. 
“They rather basked in the reputation 
of their company when it came to the 
type of corporate clients Zurich had... 
and any self-respecting agent would glow 
a bit to hear an attorney talk about 
Zurich when it came to settlements .. . 
‘They never give anything away, but 
they're usually so reasonable that it’s 
pretty hard to get an argument.’ 
“They were a bit proud of some of 
the world-wide features of Zurich—the 
fact that its branches extend throughout 
the civilized non-communist world. 


How to Acquire High Caliber Agents 


“But there’s more to it than that. If 
a highly successful group of agents of a 
highly desirable type seem to share some 
common views, and you want to acquire 
more agents of the same caliber, then 
wouldn’t it be a good idea to try to get 
men—and women—who think that way 
about themselves? 

“How does one go around asking 
people if they considered themselves as 
being just a bit better educated, more 
polished, more worldly, and more desir- 
ous of being associated with a sophisti- 
cated international organization than the 
next person? 

“Of course that’s economically impos- 
sible. Furthermore, how many men would 
honestly answer a question that, on the 
surface, would sound a bit silly, although 
actually it was very serious. 

“You don’t go around asking people,” 
said Mr. Dueser. “What you do is to 
create an image which will appeal to the 
particular kind of people you are trying 
to sell. 

“So we created Mr. Za... immacu- 
lately tailored, sophisticated, completely 
American, yet with an indefinable touch 
of the continental ... A man immediately 
identifiable.” 


Truth in Advertising 


(Continued from Page 34) 





it looks as though its losing its pants. 

“Advertising is too great,” he pointed 
out, “too important and too necessary 
to become the target and butt of ridicule 
and derision. The congressional and 
governmental disclosures the last two 
years make it necessarv that advertisers, 
and advertising agencies, must change 
this public conception of advertising that 
is calculated to sell at any cost. 

“The Federal Trade Commission does 
not believe it will be necessary to resort 
{0 institutional type of advertising. Truth 
i advertising can be as interesting, as 
exciting and certainly more gratifying 
than advertising that is manufactured 
'tom falsities. Why in this great Amer- 
a of ours must there be those whose 
haloes are as loose as hula-hoops ?” 

In conclusion, Mr. Anderson paid 
tespects “to those who observe the road- 
‘igns of truthful advertising” and saluted 
lsurance for its efforts “to make adver- 
Using honest and truthful.” 





SPEAKS ON SOVIET AFFAIRS 
Leon Volkov, contributing editor on 
oviet affairs of Newsweek Magazine, 
Was TAC’s luncheon speaker the first 
y of its midyear meeting in Washing- 
‘on, D. C. He gave a realistic talk. 








Four Panel Talks 
(Continued from Page 34) 


our field representatives the importance 
of actively encouraging agents to tie in 
locally with our national advertising 
programs. 

“We should apply one more yardstick 
to every national advertising campaign 
idea we came up with—namely how well 
can it be applied to local tie-in material. 

“We should see to it that our budgets 
include ample funds for local tie in—and 
then turn our creative abilities to provid- 
ing our agents with a steady flow of 
imaginative, attractive, easy-to-use mate- 
rial. (It almost goes without saying that 
this should be a wide variety of material 
—since agents’ tastes and needs obviously 
differ widely and you can’t satisfy these 
legitimate differences with just a mini- 
mum of stereotyped pieces.) 

“And finally, I think we should con- 
tinue, through trade journal advertising, 
direct mail and direct contact, to explain 
to as many agents as possible why it is 
to their own great benefit to promote 
not only their independence (which I 
agree is important), but also the re- 
spected brand names of the companies 
they represent.” 


Maxwell—a Special Pleader 


Mr. Maxwell said he was there as a 
special pleader, “to encourage greater 
understanding and tolerance of copy- 
writers on the part of the insurance 
executive.” He described some of the 
pitfalls of the copywriter in writing in- 
surance ads, such as intricate knowledge 
of insurance demanded. the need to ferret 
out the distinct product advantage and 
highlight it. the double obiective of not 
only attracting the potential policvholder 
—hut in some cases the potential agent to 
sell the coverage. 

“So don’t he surprised” he declared, “if 
the new writer on your account or even 
the nost-novice sometimes seems haffled. 
Don’t be surprised if on occasion, dealing 
with the creative fellow from the agencv. 
takes time and patience or even rigid 
self-control. Give as freely as you can 
of those things, and you'll be surprised at 
how much better the advertising turns 
out.” 


Where Creativity is Needed 


Mr. Murphey brought out that “we 
are in a business where creative think- 
ing is really needed.” He then nointed 
out three areas where it annlied: 

“First is in our dealines with our own 
management. They must be sold on our 
value in working with them. in the earlv 
stages of policy development right 
through to the introduction of it to our 
agents and the public. For want of a 
better phrase, let’s call it the super- 
market approach where creative neople 
can susgest highly nromotable ingre- 
dients, fresh package desion and naminc. 
fresh introductory and sales approaches 
and so forth. As an industry, we lag far 
behind in most. Unless top management 
sees the advantages of new creativitv 
in these areas. creativity won’t get bhe- 
yond the advertising department. 

“Secondlv. of course, is creativity in 
the advertising itself—advertising to the 
public at large who look for creativity 
and find it in so many areas of their 
living. Insurance advertising must he 
made visually annealing and simnler to 
understand. While beine careful to he 
honest, our copy must not read as thouch 
it were written bv the same guv who 
wrote the policv. In total. it is one of 
the world’s most exciting businesses but 
that seldom gets over to the public. 

“Thirdlv. it would seem that we have 
a tremendous job calling for creativitv 
in selling our distribution force on the 
facts that: 1) we love them; 2) we need 
them; 3) hut, they with us. must stream- 
line or die. They must work with us 
to produce a truly competitive and saleable 
package. They must tie-in with us to cet 
the most out of everv advertising dolla~ 
which we and they invest. As apparent 
as these advantages may seem to us, they 


DISCLOSE DETAILS OF MERGER 
New Amsterdam Officials Tell Stock- 
holders Advantages of Merger With 
‘Home Insurance Co. 

Why New Amsterdam Casualty decided 
to merge with Home Insurance Co. is 
revealed in a recent letter to stockholders 
by New Amsterdam Chairman J. Arthur 
Nelson and President C. Sewell Weech. 
Included is a copy of a letter from Alfred 
M. Best Co. stating that in their opinion 
the proposed basis of merger between 
both companies is “fair and equitable.” 
Referring to New Amsterdam’s letter 
of August 22 explaining to stockholders 
that the company would study a proposal 
by Security of New Haven of one and 
one-quarter shares of Security stock for 
each share of New Amsterdam; Mr. 

Nelson states: 

“We believe that one of the most im- 

portant tests is that of relative under- 
lying values referred to by the auditors 
and insurance analysts as capital stock 
equities. The auditors for our company 
and for Security found that the capital 
stock equities as at December 31, 1959, 
were $35.17 per share for Security as 
opposed to .28 per share for New 
Amsterdam. Thus on the basis of a one 
and one-quarter share for one exchange, 
the proposal means to you that you 
would give up stock representing $63.28 
of equity for stock representing $43.96 
of equity. Your directors refuse to en- 
dorse a plan that would deprive you of 
such capital equity value. 
_“The fact that the Security stock has 
risen so substantially in recent years that 
it is quoted very much above its capital 
equity value, and that the floating supply 
is limited because the president, himself, 
reports that he owns some 43% of the 
issue, made your directors question 
whether the apparent market advantage 
could actually be realized by the share- 
holders if the Security capitalization we~e 
more than doubled, which is contem- 
plated under its plan. 
_ “Another important factor to be taken 
into consideration is the safety or stand- 
ing of the acquiring company and the 
kind of experience it, and its manage- 
ment, has had. For your information, 
Security, which proposes to take over 
New Amsterdam, has been operating 
under its present management for only 
about three years. Security has 392 em- 
ployes, New Amsterdam approximately 
2,875, and Home approximately 5,600. 
The aggregate premium volume of the 
Security group for the last full account- 
ing year amounted to $23,992,000 as com- 
pared to $85,000 for the New Amsterdam 
group, $243,539,000 for The Home group. 
The admitted assets of the Security 
group as of the end of 1959 amounted 
to $49,636,000 as compared with $166,- 
919,000 for New Amsterdam group and 
$608,410,000 for The Home group. It is 
the latter company with whom we favor 
a merger on terms which will not 
deprive you of your capital equity values 
but will offer you a 10% increase in two- 
thirds of you, will be a tax-free exchange, 
whereas the Security proposal will, in all 
probability, subject you to a tax liability 
if you accept the exchange of your stock 
for that of Security.” 





Mutual Bureau Revises 
Glass Rates in 9 States 


Revised glass insurance rates were an- 
nounced November 29 by the Mutual In- 
surance Rating Bureau on behalf of its 
members and subscribers. The new rates 
became effective November 30 in Ari- 
zona, Arkansas, District of Columbia, 
Massachusetts, New Jersey, Oklahoma, 
Oregon, Pennsylvania, Tennessee and 
West Virginia. 

These revisions result in the following 
average statewide rate level changes: 
Arizona +111.5%; Arkansas —8.3%; Dis- 
trict of Columbia +6.5%; Massachusetts 
+14,1%; New Jersey +14.9%; Oklahoma 
—9.9%; Oregon +114%; Pennsylvania 
+93; Tennessee +7.1%, and West Vir- 
ginia +8.5%. 





are obviously not this apparent to our 
sales force. Selling them calls for the 
utmost in our creative power.” 


NAIC Gets Progress Reports 
On Safe Driver Plans 


A progress report was submitted to the 
NAIC at its midyear’ meeting in New 
York this week by the subcommittee on 
safe driver or merit rating plans and 
“insure the driver” plans, of which Carl 
A. Hulbert, Utah Commissioner is chair- 


man, This report, highspotted as follows, 
was presented at the rates and rating 


organizations committee session Novem- 
ber 29 


1. No creditable statistics are available to 
determine success or failure of safe driver plans. 
Reliable reports not expected until late in 1961 
or early 1962. 

2. William Leslie, Jr., National Bureau’s gen- 
eral manager, informed the committee that no 
statistics from NBCU are yet available and 
when they are he will send them to the com- 
mittee. Preliminary reports, he said, indicate 
favorable results for the plan’s success. 

3. Maine Commissioner Mahoney said litiga- 
tion is pending im Maine regarding the “insure 
the driver’ plan. New Hampshire Commissioner 
Knowlton advised committee that he would pre- 
sent to NAIC’s June, 1961 meeting a draft of 
an “insure the driver” plan. 

4. Bern Mercer, general counsel, Preferred 
Risk Mutual, Des Moines, reported success in 
his company’s use of merit rating, saying that 
such plans are being used successfully in coun- 
tries abroad. 

5. The Texas Insurance Department has pre- 
liminary statistics on operation of merit rating 
in that state but findings will not be available 
until late 1960 or early 1961. 


It was recommended that this sub- 
committee be continued until creditable 
findings and statistics are available from 
Insurance Departments, bureaus and 
companies, so that the committee can 
complete its work. 





L. H. Higgins Heads 25 Yr. 
Club of Hooper-Holmes 


The 25 Year Club of Hooper-Holmes 
Bureau, Inc. recently elected officers for 
1961 by balloting of its members. 

The results of this balloting were an- 
nounced as follows by E. W. Ball, Bos- 
ton, who attended the recent annual din- 
ner for metropolitan members of the 
club, held at the Downtown Club, New- 
ark and attended by 26. 

President—L. H. Higgins, manager of 
Portland, Me. office; vice president — 
Adolph Kalin, secretary-treasurer of 
Hooper-Holmes Bureau, Morristown, 
N. J.; secretary-treasurer—Redie Crowe, 
home office manager for education and 
training. 





Indemnity Officers to Take 
Office for INA, January 1 


At a recent meeting of Insurance Co. 
of North America board of directors, all 
officers of the Indemnity Insurance of 
North America were elected with exist- 
ing titles to take office for INA as of 
January 1, 1961, when the Indemnity 
Company will unite with INA. The an- 
nouncement was made by John A. 
Diemand, president. 

In the words of Mr. Diemand:*“This 
new unity of identification of the two 
companies will build the strongest pos- 
sible public recognition of INA as a 
leader in the property and casualty field. 
It will give INA agents the opportunity 
to market the entire lines of insurance 
which North America and Indemnity 
have heretofore sold separately. It will 
strengthen INA agents’ position as 
leaders in one-stop selling. And, with a 
wider range of facilities available through 
the one company, we will better serve 
the policyholder whether he be home- 
owner, sniall business man, or major 
industrialist. With ever increasing ef- 
ficiency and constant improvement in 
products, INA will continue to serve the 
best interests of the insurance-buying 
public through the independent agency 
system.” 
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A.M.A. Plans to Halt 
New Drive by Liberals 


FOR EXTENDED AGED MED, CARE 
American Medical Assn. Will Again 
Stand Fast When Social Security Ap- 
proach is Re-introduced, says Howard 

An American Medical Association 
seminar met this week in Washington to: 
1) Discuss the Federal-state voluntary 
plan for providing medical care to the 
aged passed in the last Congressional 
session and 2) lay plans .: block the 
return of a measure similar to the Ken- 
nedy-Anderson program which the P res- 


ident-elect tried to ram through in 
August. 

Commenting on Pres.-elect John F. Ken- 
nedy’s declaration last week that aged 


medical care through the Social Security 


approach was far from dead, A.M.A.’s 
assistant executive vice president Dr. 
Ernest B. Howard stated: “They are 


going to fight with everything, and I tell 
you gentlemen, we have to fight with 

very resource, right down the line.” 

 Clneiae association delegates to stand 
fast against Mr. Kennedy’s plan, Dr. 
Howard pointed out “that the surest way 
to total defeat is to say, ‘we are now going 
to sit across the negotiating table and 
see what you will give us.’” 

Dr. Howard said no one should under- 
estimate the tremendous strength of 
medicine and added “that’s why we won 
last time.” However, Dr. Howard’s cur- 
rent optimism may be unfounded for two 
reasons : 

1) The conservative element in Con- 
gress that banded together to defeat 
first the Forand proposal, then the Ken- 
nedy-Anderson measure was influenced 
in part by an independent survey sub- 
mitted by the A.M.A, The survey was 
used by the association in their conclu- 
sion that the senior citizen situation was 
not as black as liberal Democrats painted. 
Since then, several college professors 
who worked on the survey, said results 
were not as conclusive as the A.M.A. 
represented since some segments of the 
elderly population were excluded from 
study. 

2) Vice President-elect Lyndon B. 
Johnson’s recent public concurrence with 
Mr. Kennedy on domestic issues leads 
some Washington observers to believe 
the Texas Senator’s experience and in- 
fluence in the Senate will go a long way 
in getting Kennedy-endorsed proposals 
passed. 

Whatever the case, medical c 
aged will’ again be a key 
next Congress meets. 


care to the 
issue when 





National Casualty Adds New 
Hospital Expense Policy 


National Casualty has announced the 
addition of a new weekly hospital ex- 
pense policy, form 8055, according to L. 
P. Matthews, vice president and director 
of agencies, accident and health division. 


This plan was designed to supplement 
existing cov erage in the form of “bread 
and butter” benefits, which are paid 
regardless of actual charges and in ad- 
dition to existing plans, Mr. Matthews 
said. 

It is sold in multiples of $50 per week, 
with the maximum weekly benefit set at 
$150. The benefit is paid at the rate of 
so much a day for each week or part of 
week the policyholder is hospital con- 
fined, starting from the first day and 
continuing up to 52 weeks. Issued on 
an individual or family basis, the 8055 
policy will be sold in most states to 
male and female risks, ages one month 
through 69 years. 





Travelers Names Riley Life, 
A. & H. Mgr. in South Bend 


ta 
HERSCHEL 


RILEY 


Herschel I. Riley has been appointed 


manager of life, accident and health 
lines at the South Bend, Ind. branch 
office of The. Travelers. 


Mr. Riley foined The Travelers in 1954 
as a field supervisor at the South Bend 
office. Two years later, he was named 
assistant manager there and in March 
of 1958 went to the Western Springs, 
Chicago office as assistant manager and 
later that year was named agency man- 
ager there. He received his B.S. degree 
from Ohio University and served from 
1943 to 1946 with the Air Force. Prior 
to entering the insurance field, he was 
an instructor of athletics for the Board 
of Education in Elkhart, Ind. 


LUTC PLANS FOR A, & S. COURSE 
Life Underwriter Training Council Holds 
Planning Panels for Sales Course 
Beginning in February 








The Life Underwriter Training Council 
A. & S. chairmen, charged with organiz- 
ing local accident and sickness classes, 
were told that the most productive 
classes are the result of: An outstanding 
instructor who is a salesman or sales 
manager engaged in selling both A. & S. 
and life insurance and a student body 
representing all of the A. & S. writing 
agencies in the community. How to select 
the best instructor and secure the desired 
spread in enrollment were the principal 
topics of discussion at recent regional 
conferences. 

Ten of these two-day conferences, 
which LUTC calls planning panels, were 
held throughout the country during 
November. Over 230 chairmen represent- 
ing as many life underwriter associations 
were in attendance. 

The A. & S. course will begin in 
February and consists of 12 weekly 2-% 
hour sessions. In addition, since this is 
a sales course, the student must com- 
plete field projects which are designed 
to produce an increase in sales im- 
mediately. 

To qualify for enrollment, the prospec- 
tive student must have at least one year’s 
experience in life insurance selling or 
be able to meet a minimum production 
requirement. In addition, he should have 
completed his basic training and have 
the recommendation of his general agent 
or manager. The tuition fee is 40. The 
course is offered through the sponsorship 
of the life underwriters association and 
enrollment details are handled by the 
local A. & S. chairman. 


HII Publishes Annual Survey on 
‘Extent of Voluntary Health Ins,’ 


The 14th annual survey of “The Extent 
of Voluntary Health Insurance Coverage 


in the United States” has been published 


and is being made available by The 
Health Insurance Institute. 
This report, as of December 31, 1959, 


gives both the number of persons pro- 
tected by various forms of health insur- 
ances and benefits paid insured persons 
toward meeting the expenses of illness 
and injury. The report goes on to state: 

“New progress in helping the American 
public meet the cost of its health care 
1959 as both the number 
of persons protected and benefits paid 
by voluntary health insurance reached 


record levels. There was also a continua- 
tion of the trend to provide the public 
with more adequate health insurance 
protection. 

$14,000,000 a Day 


“By the end of 1959, nearly 128 million 
Americans had some form of health 
insurance. Health insurance policies help 
pay hospital and medical expenses and 
replace income lost through disability. 
Benefits paid by voluntary insuring or- 
ganizations totalled $5.2 billion—an aver- 
age of $14 million a day to insured 
persons or their beneficiaries. 

“The increase in the number of persons 
with health insurance each vear is be'ng 
continually outpaced by the rise in health 
insurance benefit payments. From 1954 
to 1959, there was a 26% increase in the 
number of persons with health insurance, 
whereas total benefit payments (hospital, 
surgical, medical, and loss-of-income) 
over the same period rose 90.3%, 

“The public continued to broaden the 
base of its health insurance protection 
in 1959. Ninety-one percent of persons 
with hospital expense protection were 
also protected against surgical expense 
by the end of 1959, compared to 85% 
in this same category five years p-evious. 
Sixty-five percent of those insured 
against hospital expense also had regular 
medical expense protection by the 1959 


was made in 


year-end. This figure was only 47% in 
1954.” 
Othe significant increases in the n-m- 


ber of Americans protected against hos- 
pital, surgical, and regular medical 
penses made during 1959 were 

Nearly five million more persons had 
hospital expense protection in 1959 than 
the previous year—an increase of 3.9%. 

Five and one-half million more per- 
sons had surgical expense protection in 
1959 than the year before—a 4.9%. 

Over seven million more persons 
had regular medical expense protection 
in 1959 than the previous year—an in- 
crease of 9.6%. 


ex- 





Finnegan Heads Wisconsin 


Health Underwriters Assn. 


Robert J. Finnegan, Mutual of Omaha, 
Milwaukee, has been elected president 
of the Wisconsin State Association of 
Health Underwriters. He — succeeds 
Thomas J. Callahan, Milwaukee, Time 
Insurance Co., who is also a past IAHU 
president, and now state board chair- 
man. 

Edward L. Dunn, Time Insurance Co., 
Milwaukee, is the new president-elect. 
New vice presidents are Gibson Wright, 
Wright Agency, Eau Claire, and a di- 
rector of the international association, 
and John McGinnis, American Casualty, 
Milwaukee. Donavon Morrissey, Doolan- 


Morrissey Agency, Milwaukee, was 
elected secretary to succeed Leo E. 


Packard of the Packard-Carson Agency, 
Milwaukee, who declined re-election for 
a 16th term; and Robert Stafford of the 
Stafford Agency, Milwaukee, treasurer 
to succeed Charles B. Stumpf, Illinois 
Mutual Casualty, Madison. 


The report concluded: 
tinued vertical and horizontal growth oj 
voluntary health insurance are 
due to the increasing needs of the public 
for more complete health insurance pro 
tection and the substantial progress being 
made by insuring organizations to satisfy 
these needs.” 


NO TIME OF YEAR FOR TB. 
Is there ever a right time? Of 
course not. But Christmas, 
more than any other season, 
should be a time of glowing 
good spirits, health and hap- 
piness. In the fight against 
TB, it can at least be a time 
of hope—when millions of 
healthy Americans take an 
extra moment to help with 
each Christmas Seal they use. 
# Give that spark of hope 
—and the needed help—by 
using Christmas Seals. What 
could be more fitting for a 
season of good will to men? 

Answer your Christmas 
Seal letter today. sia 
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Progress Made by 
NAIC on A.-H. Studies 


THACHER REPORT ON THE BLUES 





Cc. C. Yost, Texas Co. Head, for Legisla- 
tion to Prevent Over Duplication 
Of Hospital Coverage 





A. & H. subcommittees of the Com- 
missioners in session this week at Hotel 
Commodore, New York, concentrated at- 
tention on (1) greater standardization of 
Blue Cross-Blue Shield regulations and 
(2) non-profit hospital and medical serv- 
ice associations. 

Thomas Thacher, New York Superin- 
tendent, in reporting for the first named 
committee, submitted a “progress report” 
on new studies of the “Blues” being con- 
ducted in six states. He pointed first to 
the extensive study in Ohio by the Citi- 
zens Hospital Study Committee of north- 
cast Ohio as to hospital use and hospital 
costs. Among conclusions reached were that 
increased cost per day of hospital care has 
been major factor in h‘gher costs to the 
public and increased use of hospitals has 
been a relatively minor factor. ; 
Secondly, Mr. Thacher said that in 
Pennsylvania the hospital study commit- 
tee under Commissioner Francis Smith’s 
chairmanship, has retained an outside 
consulting firm to conduct the study. 
Interviews have been held with inter- 
ested parties and the commission will 
determine nature and scope of its further 
study after perusal of report of these 
interviews. 

In submitting a “progress report” on 
Michigan’s study of hospital and medical 
economics, Mr. Thacher said completion 
date of the final report has been moved 
up to early 1961. Similarly, the com- 
pletion date of Cornell University’s study 
of community and experience rating has 
been moved up to around mid-196l. 


Duplication of Hospital Coverage 


At the subcommittee session Tuesday 
aiternoon on non-profit hospital and 
medical service associations—Commis- 
sioner Smith of Pennsylvania presiding 
~considerable interest was shown in the 
views on “duplication of hospital cover- 
age” expressed by C. C. Yost, president 
of Union Bankers of Texas. 

While he did not have a solution to 
this problem, Mr. Yost felt that there 
should be some kind of legislation to 
prevent people from owning too much 
hospitalization insurance. He cited as 
a example a man who carries ten 
policies, each of them paying him $15 
aday for hospital room. 

Mr. Yost felt that a “mandatory” 
provision is the only answer to the 
duplication of coverage problem, 


Puerto Rico Study Ready Next March 


Superintendent Thacher also reported 
that the Puerto Rico Government's two- 
year study, made by Columbia Univer- 
sity School of Public Health and Admin- 
Strative Medicine, pertaining to hospital 
and medical services in Puerto Rico, 
would be ready for distribution next 
March when the final report will be as- 














‘embled. An advance printing, he said, 
las already been released which de- 
“tibes the role of prepayment plans, 
‘ommercial insurance and contract serv- 
te plans, 













HII Luncheon Host to Press 
Insurance newspaper editors and re- 
dorters in New York were the luncheon 
ae of the Health Insurance Institute 
xember 22 at the Berkshire Hotel, 
yw York City. James R. Williams, 
~+ Vice president, was the host, as- 
‘sted by staff members, Frederick A. 
\ uca, press information — service; 
Atthur E. O'Leary, company editorial 
“tvice, and Max W. Fine, medical eco- 
‘omies information, 

A good fellowship affair, it gave the In- 
Sutute the opportunity to express appre- 
tion to the Insurance Press for its fine 
‘operation during the year. 


















IAHU OFFICIALS IN TEXAS 


President-elect Klein and Board Member 
Josephson Discuss Local and State 
Membership Drives 

Texas local and state officers of the 
Health Association Underwriters met 
recently with Paul M. Klein, Interna- 
tional Association of Health Under- 
writers, president-elect, and M. H, (Joe) 
Josephson, member of the International 
Association of Health Underwriters 
board of directors, for a discussion of 
the problems of association work. 

Mr. Klein spoke of the importance of 








continuity of officers of a local or state 
association, developing the importance 
of experience and knowledge of the 
preceding year by the president and 
other officers or board members. This he 
viewed as starting with the appoint- 
ment of committees by the president. He 
emphasized the importance of selection 
of committee chairmen who will func- 
tion and who will secure the cooperation 
of committee members. He asked also 
for realistic goals in membership build- 
ing. 

George Towns, Great Southern Life, 
Texas Health Association president, ex- 


pressed the opinion that membership 
drives are effective only when a personal 
interview is made. In this connection, 
Mr. Klein suggested that a membership 
drive for renewal of membership be held 
and be made as a distinct effort. 


Mr. Klein suggested as membership 
sales points the magazine of the Inter- 
national Association, the plaque to be 
placed on the office wall, and a card 
which the member may carry. He spoke 
also of the importance of meeting 
notices, and stressed the thought that a 
speaker for a meeting receive a note of 
thanks following the date of meeting. 





You can count on Continental 
to write AsHon... 











Every step counts when you’re a highwire artist—and highwire artists can count on Continen- 
tal for Accident and Health Insurance. We’re just as happy to write A&H on the tightrope 
walker as on the man with both feet on the ground and shoes in hand, tiptoeing in after a long 


poker session with the boys. 


See your nearest Continental Agent or Branch Representative for complete information on 
any of our A&H products—Loss of Income . . . Hospital . . . Medical ... Accidental Death... 
Travel, etc. Individual and Group coverages are available for Standard and Impaired Risks 


and People Over 65. 


For A&H agency appointments, write to: 


AGENCY DEPARTMENT 


Continental Casualty Company 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 





A Member of the 


CONTINENTAL-NATIONAL 
GROUP 


Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Transcontinental insurance Company 
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Mutual of Omaha Subsidiary 
Awarded D. C. Air Trip Ins. 


Tele-Trip, a subsidiary of Mutual of 
Omaha, has been awarded a five-year 
contract to write the air trip insurance 
at Washington National and Dulles In- 
ternational airports, the latter sched- 
uled to be opened next July 1, Federal 
Aviation Administrator E. R. Quesada 
has announced. 

Tele-Trip, which currently operates the 
vending machines at Washington Na- 
tional, will take over the over-the-counter 
sales of air travel insurance from Airport 
Sales Corporation, a subsidiary of Con- 
tinental Casualty. 

The agency, in negotiating the con- 
tract, has successfully achieved the ob- 
jective announced some months ago ot 
improving coverage and premium rates, 
and at the same time reducing the threat 
of contrived accidents made possible 
through the ability of an individual to 
purchase as much as $425,000 of coverage 
through a combination of policies. 

Under the new five-year contract, 
which becomes effective December 1, 
FAA announced, Teie-Trip will write 
standard domestic air trip coverage at a 
premium rate of 24% cents per thousand 
dollars of principal sum coverage, as 
against the former rate of 3-1/3 cents/ 
$1,000. Tele-Trip also will make available 
its standard foreign air trip coverage at 
its current premium rate of 3-1/3 cents/ 
$1,000. 

The scope of coverage will be in- 
creased, FAA said, by the offering of spe- 
cialized policies for passengers utilizing 
military and other Government-owned 
aircraft, including air-taxi and charter 
flights, coverage for individuals and 
groups making business and pleasure 
trips such as tours and conventions, and 
baggage insurance. 

Finally, the contract sets a $150,000 
limitation on the amount of coverage 
which may be purchased by any indi- 
vidual, and Tele-Trip will be required to 
make this ceiling clear, verbally and 
through signs on counters and machines. 
Maximum machine sales will be cut to 
$20,000. 

The rental fee will be 25% of premium 
volume, as against the $144,000 which 
FAA originally contemplated, and as 
compared with the minimum guarantee 
of $327,000 now being paid by Airport 
Sales ,it was stated. 





A. & H. Club of New York to 
Hold Christmas Party Dec. 8 


A gala evening for Thursday, De- 
cember 8 has been planned by the Ac- 
cident & Health Club of New York. 
Club Secretary George J. Hills (New 
York Life) has announced that door 
prizes will be awarded at the dinner 
meeting with business kept to a mini- 
mum. Past-president Frederic W. Bum- 
by’s (W. L. Perrin & Son, Inc.) nominat- 
ing committee will present the following 
slate for 1961: 

President—William B. Cornett (Pru- 
dential Life); first vice president— 
Andrew G. Borden (Mutual Life of New 
York); second vice president—Christo- 
pher Cox; third vice president—Charles 
M. Carllson (Commercial Travelers 
Mutual Accident Association); treasurer 
—George J. Hills; assistant treasurer— 
William A. Schofield (Connecticut Gen- 
eral Life); secretary—Harold Nachmann 
(Royal Liverpool Insurance Group), and 
assistant secretary—Reginal J. Berry. 





W. J. SACHSE NAMED PRESIDENT 


The Surety Association of Houston has 
elected president William J. Sachse, Jr., 
manager of the Houston office of Stand- 
ard Accident’s Dallas branch. Mr. Sachse 
had previously held the office of secre- 
tary-treasurer. 

Others officers selected were: Vice 
president—John Rougagnac, manager, 
bond department, Houston branch office, 
Maryland Casualty; secretary-treasurer 
—J. D. Foster, manager, Houston branch 
office, American Surety of New York. 


BIG WEEK IN “PRES.” MONTH 
All American L. & C. Wrote $3,004,307 
In Final Week of Sales Campaign 
to Set Record 





In the final week of President’s Month, 
honoring E. E. Ballard, All American 
Life & Casualty, the field force wrote 
$3,004,307—50% more than any week in 
the company’s history. In the same week, 
accident and sickness applications totalled 
409, for annualized premiums of $55,723. 
New written A. & S. premiums for 
October showed a 19% increase over the 
same month last year and. written life 
business jumped 10.2%. 

Using the timeliness of the “election” 

theme, the sales campaign was designated 
“Ballots for Ballard’s Billion.” It is a 
well known fact to all connected with 
the company that it is President Ballard’s 
goal for All American to have one billion 
dollars in force by 1972—an ambitious 
goal, considering that the company 
started writing A. & S. business in 
1952 and life in 1956. The aim of this 
sales campaign was to get “millions” to- 
ward that anticipated billion. 
_ Because of the “outstanding success” 
in last year’s campaign, home office 
personnel were included in the current 
one. Each employe was given an op- 
portunity to sponsor an agency during 
the campaign. A _ spirit of teamwork 
prevailed and there was universal interest 
in the contest. 

The three top winners, along with their 
wives, will be entertained in Mexico by 
Mr. and Mrs. Ballard. Among the 15 
additional prizes, a Volkswagen will be 
awarded to a district representative. All 
representatives who reach their assigned 
quotas will be sent an appreciation gift. 
Ten prizes will be awarded home office 
personnel who do the most outstandnig 
job of promoting their agencies. 

Winners of the seven weeks’ campaign 
which concluded November 18 will be 
announced at Christmas time. 





C. C. Majerle to Coordinate 
A. & H. for Stuyvesant Cos. 


The appointment of Calvin C. Majerle 
as coordinator of the accident and health 
program for Stuyvesant Insurance Co. 
and Stuyvesant Life has been announced 
by Maurice G. Olson, president, of both 
companies. 

Mr. Olson said the position was created 
because of the increasing amount of 
A. & H. insurance that is being written 
and also the part it is playing in special- 
ized programs of the life company, Mr. 
Majerle, in supervising the overall pro- 
gram for both Stuyvesant companies, will 
coordinate claims and preliminary ac- 
counting procedures. : 

A native of New York City, Mr. 
Majerle joined Stuyvesant in 1948 and 
moved to the company’s executive offices 
in Allentown, Pa., in 1949. He will con- 
tinue to fill the position of director of 
home office activities for the life com- 
pany. 





ACCO HAS NEW HOSPITAL PLAN 





Guaranteed Renewable In-Hospital In- 
come Policy Designed to Supplement 
Present Group Coverage 
_ Health insurance department of Amer- 
ican Casualty of Reading, Pa. has an- 
nounced its new Guaranteed Renewable 

In-Hospital Income Policy. 

Albert H. Kessler, ACCO’s vice presi- 
dent in charge of the health insurance 
department, in announcing this new pol- 
icy, pointed out that since the need for 
this type of coverage is extensive it 
should appeal to both agents and -the 
buying public. 

While the policy can be sold to pro- 
vide basic hospital protection, he said, it 
was primarily designed to supplement 
existing hospital or Group coverage by 
providing much needed income during 
the time the insured is hospitalized. 

Guaranteed renewable for life, with no 
deductibles, the policy will be issued to 
children from age 30 days through 17 


Buffalo, Des Moines Aged 
Get Cont’! Casualty Plan 


All people 65 years old and older in 
the Buffalo and Des Moines areas were 
offered a low cost catastrophe hospital- 
ization policy to protect them against the 
financial strain of prolonged and ex- 
pensive hospital confinement during a 
limited enrollment period November 17 
through November 28, by the Continental 
Casualty of Chicago. 

The new program, called 5,000 Reserve, 
is believed to be the first true catastrophe 
hospital policy which has been offered 
to America’s senior citizens without 
regard to their present or past health 
status. The policy pays up to $5,000 for 
hospital expenses for each hospital con- 
finement resulting from any sickness or 
accident with a deductible of the first 
500 dollars. Immediate protection is 
provided against any sickness or accident 
after the effective date of the policy 
and includes coverage for hospital con- 
finement first commencing six months 
after the policy has been in force when 
caused by pre-existing conditions. 

The only exceptions are injuries cov- 
ered by workmen’s compensation or oc- 
cupational disease laws, confinement in 
veteran’s administration hospitals or local 
government mental and_ tuberculosis 
hospitals. Once the senior citizen is en- 
rolled in the 5,000 Reserve plan and as 
long as premiums are paid, the company 
cannot cancel the policy or make anv 
changes unless it does so to all 5,000 
Reserve policyholders in the state. 





FOUR GROUP DEPT. PROMOTIONS 


Mutual and United of Omaha Recognize 
Mench, Dillon, Sandwall, Reese; 1960 
Group Sales Ahead of 1959 
Four promotions in the Group division 
of Mutual of Omaha and United of 
Omaha have been announced by Vice 
President Al Randall as follows: 
Walter Mench was named regional 
manager in Philadelphia. A graduate 
of the University of Omaha, started with 
the company in 1954. Previously he was 





district manager in the Philadelphia 
Group office. ; 
Thorne Dillon, who has been with 


Mutual-United companies two years, has 
been promoted to supervisor of Group 
training in the home office. 

Ken Sandwall, formerly group repre- 
sentative in Portland, Ore., is now in 
charge of the Denver district Group 
office. 

Richard Reese is the new Group repre- 
sentative in the Omaha regional Group 
office. He has been with the companies 
since 1958 and was formerly a Group 
underwriter. 

Vice President Randall reported that 
Group sales are far ahead of the same 
period for 1959, and an extended sales 
and service program is being readied for 


1961. 





Whatmore to Succeed Libby 
at Hartford A. & I., January 1 


Kenneth F. Whatmore has been named 
engineer at Hartford Accident and In- 
demnity’s Manchester, N. H. office, suc- 
ceeding Everett F. Libby who is retiring 
Jan. 1. 

Mr. Whatmore, who joined the com- 


pany at Hartford in 1952, attended 
Wesleyan University and Worcester 
Polytechnic _ Institute. He _ previously 


served as engineer with the Connecticut 
Highway Department. 

Mr. Libby, who attended University of 
Maine, has been associated with Hart- 
ford Accident since 1930, serving as an 
engineer in Maine and Vermont before 
assuming his position in Manchester. He 
is a charter member and vice president 
of the New Hampshire Accident Preven- 
tion Council. 





years, and to adults ages 18-59. Benefit 
period runs to 26 weeks, except for in- 
sureds who are past 65, for which the 
benefit period is limited to 13 weeks. 
Individual and family plans are available. 
Under the family plan full benefits are 
also provided for maternity. 


J. B. BOYER, 79, DIES 
Pioneer in A. & H. Field Was Boar 
Chairman of National A. & H. of 
Philadelphia; His Career 
John B. Boyer, board chairman 9 
National Accident & Health Insurange 
Co. of Philadelphia, died recently at the 
age of 79. A pioneer in the A. & H. fielj 





JOHN B. BOYER: iv 


whose career started over 40 years ‘ago 
with General Accident, would have 
marked his 80th birthday on December 
26. 

Educated at Gettysburg College (Pa), 
University of Missouri and Dickinson 
Law School, Mr. Boyer served as an 
attorney in the General Accident for 
three years and then joined the National 
Life of U.S.A., also doing legal work. 

His career with the National A. & H 
began in 1926 and continued withouw 
interruption up to: his recent passing 
Elected president in 1942, he was a 
the helm of the company for the nex 
eight years. Thorn Mock succeeded him 
as president in January, 1950, when Mr 
Boyer assumed the chairmanship. 








Washington Nat’! Wins From 


Combined in Election Contest 


“We are proud that Washington Na- 
tional won from the Combined of Amer- 
ica by having a higher percentage of its 
employes vote in the recent Presidenti 
election,” said R. J. Wetterlund, boari 
chairman of Washington National last 
week. He explained: “In the last .four 
elections, the Washington National ha 
been having a friendly contest betwee 
its home office people in Evanston ani 
Combined’s employes in Chicago, ta, set 
which company could get the largest per 
centage of its registered employes t 
vote.” 

This year each company had just ont 
person who failed to vote, but becaust 
Washington National had 292 more reg 
istered voters, they won 99.8% to 97% 
for Combined. 

Frank McCabe, executive vice pres 
dent of Combined in charge of Adminis 
tration, in presenting a plaque to Mr 
Wetterlund, said: “The finest thing 
that we got out the vote. We conside 
it a privilege and duty to vote.” 

Mr. Wetterlund in accepting. th 
plaque pointed out that the voting cot 
test started in 1952. It was won in thé 
year by the Combined people, who ab’ 
won in 1954. In 1956 the result was ati 





NEW POST GOES TO JACOBS 

Liberty Mutual’s newly created po 
tion—New England division sales exec! 
tive—will be manned by Assistant Vice 
President Clifton W. Jacobs. Mr. !# 
cobs who will be responsible for all sale 
operations in this division, was former 
director of research and planning fo 
personal lines. 















19608 December 2, 1960 





Caruattro 
com 








Page 39 




















ae | 


IT'S ago 
have 
cember 


> (Pa), 
ckinson 
as an 
ent for 
Yational 
work, 
. & H 
without 
passing 





rest per 


e presi 
Adminis" 
to Mr 


was a tie 


COBS 
ted pos! 
es excl 
rant Vict 
Mr. J® 
+ all sales 
former! 
ining 1 








{ 





In these days of low profit margins, accidents and injuries on the job can mean the 
difference between profit and loss in construction and industry. 


That is why so many firms from coast to coast count on the Travelers—not only 
to protect them against loss but to suggest added safeguards. 

This dolly is just one of the many devices produced by the Travelers Engineering 
and Loss Control Division to help eliminate accidents, lost time and dollars. The 
dolly enables one man to do the work of many without exposure to back strain and 
other injuries. 

Backing up Workmen’s Compensation, Public Liability and Travelers contracts 
for all forms of insurance, is.an unequalled claims organization.that gives prompt 
attention ayywhere in the United States. 

These important features can help you get and hold new business. A Travelers 
fieldman—whose business is your business—will be glad to help you. Call him today. 
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HARTFORD 15, CONNECTICUT 


THE TRAVEL 


























We can’t make wine from water; we can’t jump over the moon; we can’t 
eliminate taxes; we can’t change the weather; and we can’t guarantee that every agent we contract 


is going to be a brilliant, overnight success. 


But this we can do: we can give you the rare 
opportunity to succeed to the full extent of 
your own ability and determination. And we 
can give you the training, support, merchandise, 
encouragement, and incentives to make the most of 


that opportunity. 


Miracles, however, we just can’t do. 





PRESIDENTS CLUB + 


The UNION CENTRAL LIFE Insurance Company - Cincinnati 


Security for the American Family since 1867 
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